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GIVE YOUR CUSTOMERS 
more home comfort... 


more planning freedom 


WITH CRANE 
BASEBOARD HEATING! 


“ey 7) CRANE BOILERS cover every 
~ § heating need. Among them 
are, left, the CRANE SIXTEEN 
Boiler, a completely packaged 
*) boiler-burner unit; and, right, 
| the CRANE TWENTY Boiler, 
which may be installed to burn 
coal, or later converted to 

** stoker, oil, or gas. 
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EVERYTHING FOR 
HOME HEATING 





Gas Boilers Furnc.es Stokers 





Oil Burners Rodiators and Controls 

















Crane Radiant Baseboard Panels are as inconspicu- 
ous as they are efficient... especially when painted to 
match the walls. They heat rooms evenly throughout, 
from the floor up. Best of all, these modern panels 
permit complete freedom in furniture arrangement— 
they claim no valuable floor or wall space. 

Crane Radiant Baseboard Panel Heating is eco- 
nomical and utilizes the maximum amount of heat 
developed by the heating system. Available in two 
types (Type R, Radiant—Type RC, Radiant-Con- 
vection), baseboard panels may be used with 2-pipe 
steam or hot water systems—they're completely prac- 
tical for remodeling as well as for new homes. 

See your Crane Branch or Crane Wholesaler for 


fullinformation on Crane Radiant Baseboard Panels. 


CRANE 


CRANE CO.,836 S. MICHIGAN AVENUE, CHICAGO 5, ILL. 


Plumbing and Heating 


WORLD'S LARGEST PRODUCERS OF VALVES AND FITTINGS 





Pipe, Volves and 
Convectors Fittings 


NATION-WIDE SERVICE THROUGH BRANCHES, WHOLESALERS, PLUMBING AND HEATING CONTRACTORS 








This attractive bathroom i 
a housekeeper's dream come 
true. An occasional wiping 
with a damp cloth ts all that 

needed to keep the Car- 
vara Structural Glass wali 
spotlessly clean. Carrara i 
available in lO lovely shades. 
It is moisture- , grease- and 
jade-proo}. 
























Today’s homemakers want ////)// j AISs | 


PITTSBURGH 


The National Association of Home Builders re- 
ae that the outstanding new development in 
postwar housing is the expanding use of glass. You 
can confirm this report simply by leafing through 
almost any current “home” magazine. Notice how 
many of the homes pictured feature glass applica- 
tions notice how these applications add to 
the beauty of the house. 

Glass makes a more comfortable home for your 
customers, adds to the sales value of the house, 
too. No wonder today’s homemakers are demanding 
more glass. Whether you are building a single unit 
on contract, building a number of units for re-sale, 
or merely making suggestions to customers, it will 
pay you to include several applications of glass in 
your plans and suggestions. 

A picture window to frame an attractive view, 
and admit abundant daylight . . 
Carrara Structural Glass to add color to kitchens 
and bathrooms . a few glass blocks around an 
entrance or in a stairwell to supply light to dark 


wainscots of 


PAINTS - GLASS - 


ae on a 


CHEMICALS 


GLASS 


interiors ... “spruce up” mirrors, a mantel mirror, 
full-length door mirrors. Wherever you install glass, 
you install beauty, comfort, sales appeal . . . and at 
surprisingly low cost! 

Would you like to have one of our free booklets 
illustrating many ways of using Pittsburgh Glass 
in homes? Just mail the coupon below and your copy 


will be sent promptly 


mo EE - S 
| Pittsburgh Plate Glass Company | 
| 2197-9 Grant Building, Pittsburgh 19, Pa | 
| Gentlemen | 

Please send me, without obligation, your four-color book | 
| showing modern uses of glass in the home | 
i] Name | 
| Address | 
| City State | 
ae ee ee ee ee ee ee ee ee 4 
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YOU CAN HAVE A 


“G-E Dream Kitchen Package” 
IN YOUR NEW HOME 


















WHICH HOUSE IS THE 
BETTER BUY FOR YOU? 
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How to get this G-E " 
"Dream Kitchen peckoee 
in your new home for © : 
* 
$0.00 extra 


EACH MONTH! 





a os $0.00 a month makes the amazing 
© Astomatic Dishwashing ow SSM difference between these two houses! 
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YOUR HOMES FASTER- 


“Complete Kitchen Package”! 








DESIRE! 


For better living—all-electric living in a G-E equipped home. 
Thousands of new homeowners are enjoying this leisurely, 
modern way of living now—and millions more are learning 
about it through General Electric advertising, insisting on it 
when they build or buy new homes! 

Of course, your prospect wants a complete General Electric 
Kitchen—but can he afford it? That's where the G-E Home- 
Builder Advertising Plan completes the selling job by adding 
the conviction of the “packaged mortgage.” 





Under this easy-paying mortgage plan, the price of the G-E 
“Complete Kitchen Package” is part of the price of the house 


—adding only a few extra dollars (usually averaging $4.80 
each month to the regular mortgage payments.* 

«Packaged mortgages” make it so much easier for the pros- 
pect to buy—so much easier for you to sell your homes! Look 


at these sales-clinching arguments — 


Small payments over the years instead of big short-term 
installment payments! No installation costs! A complete kitch- 
en right from the start—ready to live in! 

And best of all—the homeowner often saves enough on his 
economical G-E appliances to make up the slight extra month- 
ly cost of his G-E “Complete Kitchen Package”! 


So put this merchandising program to work—quick! Get 
together with your G-E distributor in planning and merchan- 
dising G-E equipped homes. He has complete information on 
the Home-Buiider Advertising Plan for you that will do a lot 
to help sell homes faster. 





ACTION! 


Call your distributor today. If not listed in local telephone 
directory, write to Home Bureau, Appliance and Merchandise 


Department, General Electric Company. Bridgeport 2, Conn. 








GENERAL ELECTRIC HOME BUREAU 
SUCCESS STORY OF THE MONTH 


Better living comes first in homes by 
W.C. and A. N. Miller Development Com- 


pany of Washington, D. C. 


Dishwasher and Disposall.** We firmly be- 
lieve these iterns are necessities—and also 
Their latest 
single-family home development, “‘Sum- 


help sell our homes!” 


Make your next project a fast-selling. 
ner, won first prizeina nationwide contest. prestige-building success! Let vour G-F 
“We have incorporated General Electric 


Kitchens 


distributor help you in planning and mer- 


including Refrigerator, Range, chandising G-E. equipped homes. 





*When equipment is included in a long-term mortgage. 


**General Electric’s registered trade-mark for its food-waste disposal appliance. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Youll, want Thane hit 
1949 Kimsul Technical Booklet! 
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Facts About 
Thermal Insulation... | 
for Architects, Builders = f= 
and Engineers ! 
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Here's a fact-filled, up-to-the-minute handbook every 
architect, builder and engineer will find helpful. Tells about 
new and important developments in insulation engineering 
practice. Includes information on heat loss distribution, 


For Your Free Copy, Mail This Coupon Today ! “U" Factors of various types of construction, typical 
ca) 


architectural specifications and other data on both thermal 


KIMBERLY-CLARK CORPORATION and acoustical installations for all types of structures— 


NEENAH, WISCONSIN commercial, industrial and residential. Send for your free 


Please send me my free copy of the 1949 Kimsul 


a copy today, or look for it in the 1949 issue of Sweet's 
Technical Book 


Catalogs for Architects and Builders. 





Iam 


© an architect a builder an engineer 
NAME 
ADDRESS 


REJ-849 
CITY 





‘ na . " *T. M. Reg. U.S. & Can. Pat. Off 
ZONE STATE 
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Modern apartment compares values... 





In the 153 apartments just completed in Chicago at 69th Street 
and Crandon Avenue, tenants enjoy ease of modern living with 
Servel Gas Refrigerators in all-gas kitchens. Frank A. McNally 
& Associates were the architects. 


Chicago Builders Choose the Only Unit 
That Freezes Without a Motor... Install 
153 Dependable Gas Refrigerators 


Now another modern apartment has enthusias- 
tically picked the Gas Refrigerator. And it’s just 
one more example of what’s happening all over 
the country. Because builders know in refrigera- 
tors it’s the freezing system that counts most. And 
Servel is different from all the others—basically 
different! The refrigerant is circulated without 
the need of moving parts. A tiny gas flame does 
all the work. No motor to wear and lose efficiency. 
No machinery to grow noisy, cause annoyance, 
and require fixing. Servel operates silently, effi- 
ciently, dependably . . . year-in, year-out. 


GROWING PREFERENCE FOR 
GAS REFRIGERATION 


More and more owners and builders—with an 
eye to the future—are contracting for new Servels. 
They want Servel’s continued low operating cost. 
They want its low upkeep cost... its worry-free 
future. And what’s more, they like the way Servel 
appeals to tenants. Along with silent, reliable 
service, Servel provides a cabinet full of latest 
conveniences—an adjustable interior, a spacious 
frozen food compartment, moist and dry cold, 
and large ice cube trays. For further details on 
any of Servel’s four sizes, see Sweets’, or write 
to Servel, Inc., Evansville 20, Ind. 
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American-Standard 


First in heating... first in plumbing 
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that’s second fo none! 





Another reason why it pays to specify or buy 
American-Stardard Heating Equipment and 


Plumbing Fixtures 


@ More American homes have heating and plumbing by 
American-Standard than by any other single company. And 
our big advertising program in leading national magazines 





BEAUTY TREATMENT F 


is creating a still greater demand. 
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When you recommend American-Standard products for Here you SOXBURY Lavatory MADENTA 










unique 

the homes you're designing . . . or install them in the homes grace Water Closet, and the 
you are building or modernizing, you can be sure of client Lavatory. 
approval and lasting customer satisfaction. For no heating 
equipment and plumbing fixtures are better made . . . none hy 
are more favorably known. 4 

And, remember, the American-Standard line covers prod- a, | \ 
ucts for every type of installation ... for any size budget. 2 \ 
Your Heating and Plumbing Contractor will be glad to give 


you details. American Radiator & Standard Sanitary Corpora- 
tion, P. O. Box 1226, Pittsburgh 30, Pa. 
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PAINE 








There’s more of everything in 
the Paine Rezo door, more of everything that you want for 
better building and promotional selling . . . such as extra 
thickness over ordinary doors. There’s more in sheer strength, 
too, more in pronounced dimensional stability — for the pat- 
ented Paine Rezo interlocking air-cell construction provides 
a door so free of “movement,” so free from trouble of any 
type, that it carries an unconditional guarantee of satisfac- 
tory service. 

Inside, outside wherever you can see and measure, there 
are distinct bonus values for builders in the Paine Rezo door. 
Even price goes your way . . . for this premium door costs 
no more to install than a common panel door. All of this 
explains why more than three million are in service today — 
everywhere. 

For the Paine dealer in your community, and a detailed 
engineering bulletin, write 


PAVE LUMBER (O..lrp. cc 





ESTABLISHED 1853 
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Realtor Conducts Own Multiple Listing Service 

AMES F. McMICKEN, Milwaukee realtor, set up 

a multiple listing service of his own in May of 
last year, and now 55% to 60% of his sales are made 
by fellow realtors. McMicken pays half of the gross 
commission to the brokers who sell his properties. 

When he started his plan, the Milwaukee board 
had no multiple listing service of its own — the idea 
having been p -ee in 1922. The success of the Me- 
Micken Multiple Listing Service aroused interest in 
the formulation of a board service, which was launch- 
ed on a voluntary basis the first of this year. 

Although approximately two hundred real estate 
boards maintain multiple listing services, individual 
sponsorship is rare. After making a careful study of 
the procedures used by boards in The Oranges and 
Maplewood, N. J., Grand Rapids, Michigan, Louis 
ville, Kentucky, and other points, McMicken decided 
to go ahead on his own. 

Each week the “Milwaukee Realtor” carries com 
plete information on new “McMicken Multiple List 
ings,” price changes and sales notices on older listings. 
Any broker who desires to co-operate is privileged to 
do so. McMicken sends out complete information on 
all his listings, together with a 24% x 34-inch photo 
graph of the property on an 8 x 10-inch sales kit 
filler sheet to approximately twenty brokers who are 
most active in the areas in which the listings are 
situated. This is followed up by postcard notices of 
price changes and sales. 

The “for sale” sign used by McMicken carries the 
inscription, “A Multiple Listing,” which has attracted 
considerable interest and comment. The signature on 
the sign reads, “Call your Realtor or James F. M« 
Micken, Realtor.” 

A survey of brokers who have participated in this 
service showed that almost without exception they 
are enthusiastic about the plan. The most common 
suggestions for improvement of the service were: 1) 
That listings include address, price, brief description 
of improvements, lot size, percentage of commission 
to co-operating brokers, and 2) that publication of 
only exclusive listings be permitted. 

The Milwaukee board’s voluntary plan now enlists 


| about eighty brokers. Early this year McMicken wrote 
| an article for a Milwaukee paper under his own by- 


line explaining the multiple listing system. The Mil 
waukee board program was developed by the Brokers’ 
Division under the chairmanship of Charles W. 
George, and is being aeldeneal by Jack Roache, 
executive vice-president of the board, and Don Gau, 
his assistant. 


Construction Begun on Kingsway Gardens 


INGSWAY Gardens, a $2,358,000 multi-family 
project, has been started in Brooklyn under the 
direction of Jack Carner, veteran New York apart 
ment house builder, of Kingsway Gardens, Inc. 
When completed, the seven 6-story, modern garden 
apartment units will house 277 families at rentals 
ranging from $68 a month for a two-room apartment 
up to $127 for a 41%-room suite. Designed by Ingram 
S. Carner, the project will feature basement garage 
facilities for 100 automobiles, landscaped garden areas, 
cross ventilation, and automatic laundry facilities. The 
project, to be completed late this year, is FHA fi 
nanced through Berkeley-Judelson, Inc. 











The Economy Home 


IS THE ANSWER TO THE PUBLIC DEMAND 
FOR LOW COST HOUSING 


Yes, this new series of PH Homes is the perfect blending of 
beauty, sound construction and low cost. And each quality speaks 
for itself in a manner that means business for builders in ‘49, and 
business means more profit for you, Mr. Builder. Write or wire for full details. 








Model PH 4 — 24x32 feet. (Breezeway and 
garage not included.) 5 Other Models Available. 


Styled for today’s market. . « better home for the money 





Experienced builders who see these new PH 
Homes quickly recognize the values that home 
buyers are seeking — supremely good design. 
expert craftsmanship, high quality materials 
—real livability. P&H’s modern production 
methods make the most effective use of time 
and materials — insure precision down to the 
last detail — shorten the period of construction 


OUTSTANDING SALES APPEAL! 


Full size — 24 ft. wide x 32 ft. long. 
Large living room — 11'7" x 17' 4", 
Joint-free, crack-proof interior walls. 
Choice of two or three bedrooms. 
Flush doors throughout. 

Built with or without basement. 
Choice of heating equipment. 

Highly rated for FHA financing. 


ONOURWN = 


— effect the cost savings that are so important 
in today’s market. 


P&H Homes come to you from the factory 83% 
complete — fully panelized and insulated — 
requiring only 169 man hours or less to erect. 


This low cost economy Home presents a great 
opportunity for the active builder. 


HOMES 


303 Spring Street 
rort Washington, Wisconsin 
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The sellers’ market had switched 
to a buyers’ market. Yet in just 
three days last March, 3,000 vet- 
erans, who had seen only a model, 
lined up to buy Levitt’s new 
style $7,990 homes before they 
were built in Levittown, Long 
Island. Buyers really ‘“‘went for” 
the floor-to-ceiling Thermopane 
window wall in the living room, a 
window 8 feet high, 16 feet long. 
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FOR BETTER VISION, SPECIFY THERMOPANE 





4000 bow-codl housee/ 





How Builders are beating 
the 1949 Buyers’ Market 


Foreseeing a buyers’ market for houses in 
1949, Levitt & Sons redesigned its 1948 low- 
cost house to make it more exciting and 
livable. A leading feature they added was a 
Thermopane* window wall like the one that 
had made a big hit in their higher priced 
homes. 

When Levitt opened the 1949 model 
house, home hunters stormed the office to 
buy one. Those people, like most, feel that 
living in a small-windowed house is as boring 
as standing in a corner. They like big win- 
dows that open up a home, give it “big 
house” feel. 

And the practicality of Thermopane as- 
sures continuing home-owner satisfaction, 
lasting comfort, economy and livability. The 
insulating shield of dry, clean air, sealed be- 
tween Thermopane’s two panes of glass, keeps 
the home warmer in winter, saves fuel. 
Keeps it cooler in summer. Also, it mini- 
mizes condensation. That’s why each 
Levitt home also has a kitchen window of 
Thermopane. 

Levittown is dramatic proof that Ther- 
mopane is an economical way to build new 






MADE WITH POLISHED PLATE GLASS 





4 Thermopane 


sales appeal into a low-cost house. Having 
seen how it attracts buyers, many other 
builders are now using Thermopane in their 
small homes. 

Thermopane units are available in more 
than 70 standard sizes and in stock sash of 
all kinds. Write today for our Thermopane 
book and list of sizes. Libbey-Owens:Ford 
Glass Company, 1089 Nicholas Building, 
Toledo 3, Ohio. 

*® 










Two Panes of Glass 


Blanket of Dry Avr 


Bondermetic 
Seal 
(Metal .to Gloss 








Cutaway view of Thermopane 
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SISALATION & SISALKRAPT 


fe » insulated DRY WALL cosesheecchion 


al very low coil 





This modern insulated 
DRY WALL CONSTRUCTION 
meets FHA Vapor-Barrier Requirements 
(Class A, Federal Specifications UU-P-147) 


This new insulated DRY WALL construction 
(SISALATION plus SISALKRAFT) combines in- 
sulation and vapor-barrier advantages at very low 
cost... helps stop passage of harmful moisture 
into walls! SISALATION, bowed in between 
studs, provides TWO insulating air spaces, and its 
reflective surface helps keep homes warmer in win- 
ter, cooler in summer. Heaviiy reinforced by cross- 
laid sisal fibres, tough and strong, SISALATION 
and SISALKRAFT remain in place, permanently 
and effectively, for the life of the building. Here 


is quality construction with true economy! 


The SISALKRAFT Co., 205 W. Wacker Dr., Chicago 6, Ill. 
New York 17, N. Y. e San Francisco 5, Calif. 


eeeseeceaaae MAIL THIS COUPON NOW! 


é 1 
- The SISALKRAFT Co., Dept. NR Chicago 6, Ill. ~ 
' 
- Please send samples of SISALKRAFT and SISALATION ~ 
- for modern DRY WALL construction. ° 
a 4 
a ' 
H cecal ccs tsa Nascent eine canbikcapeie cece sea : 
r] ' 
a 2 
a Address ‘ 
a a 
a ' 
£ City & Zone State - 


‘Modern RY WALL CONSTRUCTION 


mets youw re ALE 





14 Augu 





‘Only Slight Decline in Office Occupancy 

L-THOUGH recent figures on rental requirements 

for office space showed a drop in occupancy to 
98.37° 5, the decline is not viewed as alarming, and 
there is no significant curtailment of occupancy seen 
in the near future. Such was the tenor of a speech 
given by President |]. Clydesdale Cushman at the June 
Convention of the National Association of Building 
Owners and Managers in Montreal. New construction 
programs have been undertaken in several larger cities 
where the demand for more space is real, but, Mr. 
Cushman warned, prospective builders should be con 
vinced of the demand before they build. 

Modernization of older buildings was a_ strong 
recommendation if they are expected by their owners 
to compete with new structures. Only complete re 
habilitation and modernization will serve convincing 
notice that the older buildings are prepared to offer 
the type of space, equipment, and service which is 
essential to efficient business administration. 

Airport terminal operations were offered as a new 
and fertile field to experienced real estate managers by 
Robert S. Curtiss, Director of Concessions and Reve 
nues, Port of New York Authority at the same con 
vention. An estimated 60 to 70% of all airport 
revenues can be derived from non-flight sources, such 
as CONCESSION, 

The proposed New York International Airport was 
cited as an illustration. It will provide its customers 
with everything from “shoe laces to an overcoat,” 
snack bars, swank restaurants with name bands, rooms 
with baths, auto repair shops, movies, steam baths, 
bowling alleys and tennis courts. In short, there are 
71 different types of business appropriate for modern 
airports. 

With a total of 6,414 airports of all sizes, 410 of 
which are authorized tor regular air service by the 
CAA, and with a total number of passengers amount 
ing to over 10,000,000 in 1948, the potential market 
for a management firm's services is substantial. 


\New England Mutual Buys Baldwin Hills 


| ALDWIN Hills Village, a housing deve lopment 
} just within the southwest limits of Los Angeles, 
was purchased for a reported $4! million, July 1, by 
the New England Mutual Life Insurance Company. 
The price for the entire development was scarcely 
more than one-half of the estimated cost of reproduc 
tion on today’s market. 

Phe property consists of 627 apartments in 94 build 
}ings on 76 acres of land and has been acclaimed for the 
fective simplicity and spaciousness of its design both 
inside and out. 





Nichols Publishes Promotion Piece 
i. J. C. NICHOLS Company of Kansas City has 


placed 5,000 copies ob its new promotion book, 
“Your Dream Home,” on the market. The 47-page 
book contains renderings and plans of some of the 
most popular home designs of today by some of Mis 
sourl’s and Kansas’ leading architects. Data about the 
}homes and Country Club Plaza, a Nichols’ develop 


| 
}ment, are included along with pictures of the builders, 


information on lot selection, decoration, and land 
scaping. 





Phe book he Ips Prospective buvers to select the type 
fot home they want to build: creates good-will among 


fother builders and architects, helps promote the com 


} pany. 
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Americas No.1 Refrigerator 


1! million refrigerating units have been 
built by Frigidaire! 


That's proof no one can match or chal 
lenge that Frigidaire is America’s No. | Re 
frigerator. And it’s the best possible reason for 
specifying Frigidaire for new kitehens or old. 

The reasons for this popularity are many. 
Frigidaire Dealers offer more models to 
hoose from — | 4 in all. There are three dis- 
tinet types of Frigidaire Refrigerators —sizes 
from 4 to 17 eubie feet—choice of right or 
left hand doors — some with Lifetime Porce 
lain exterior finishes —a wide range of prices. 
So whatever vour requirements, there's al- 


most sure to be a Frigidaire to meet them. 


Frigidaire Cold-Wall Imperial Retriz 
erators are the finest that money can buy. 
They have the built-in Locker-Top Freezer 
that holds up to 70 pounds of food and that 
has its own separate door and freezing 


FRIGIDAIR 


aaa 


systers. In the big Cold-Wall food compart- 
ment. foods need not be covered — cooling 
coils in the walls keep air still and moist. 
This compartment never needs defrosting. 


Frigidaire De Luxe Models have a Super- 
Freezer Chest across the top that holds 45 
pounds of frozen foods. Supplementary 
cooling coils concealed in bottom of food 
compartment assure uniform sate tempera- 
tures throughout in this type retrigerator. 


Frigidaire Master Models have a big 
Super-Freezer that holds 15 pounds of frozen 
foods—from I1'2 to 22'2 sq. ft. of shelf 
space —and all the basic Frigidaire quality 
features. Yet they cost amazingly little 


See your dependable Frigidaire Dealer. 
Or write Frigidaire Division of General Mo- 
tors Corporation, Dayton 1, Ohio. In Canada, 
Leaside 12, Ontario. 


Makes a Good 
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Building Better 


Refrigerators © Electric Ranges @ Electric Water Heaters © Automatic Washer ¢ Electric lroner 


Automatic Electric Dryer @ Home Freezers @ Kitchen Cabinets 


Cabinet Sinks > Electric Dehumidifier ¢ Air Condit 





s © Water Coolers © Commercial Refrigeration 
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Frigidaire “firsts” that 
your clients want 





Automatic Cold-Control — 
the “brain” that maintains 
desired safe temperature — 
from top to bottom. Remem- 
ber, in a refrigerator, it’s 
temperature that counts 





The famous Meter-Miser is 
now improved — iseven quieter, 
more compact, more efficient. 
And it’s precision-built like 
the finest watches, is the 
simplest of all refrigerating 
mechanisms, is sealed-for-life 
against dirt, air and moisture. 





Quickube Ice Trays come 
free instantly — pop ice cubes 
out whole and unmelted at a 
lever-touch — freeze cubes 
quickly because these trays are 
all-aluminum Never any messy 
sink-splashing. No prying, no 
chipping. Only Frigidaire has 
Quickube Ice Trays 





Full-width, two-compart- 
ment Hydrator keeps fruits 
and vegetables — *s bushel of 
them —fresh and moist longer 
Entire Hydrator slides out 
smoothly on quiet roller bear 
ings even when pac ked full of 
food Glass top gives full 
view of contents. 
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: A NEW 


BRIGGS — 


VITREOUS 


He Mew 


NEW, NEW, NEW! A complete line of vitreous china lavatories by Briggs to add to the 





already outstanding line of Briggs Beautyware plumbing fixtures and brass fittings! 
SMART, SMART, SMART! A wide variety of fixtures and fittings to harmonize with any 
decorative scheme for new homes or modernization work! DIFFERENT, DIFFERENT, DIFFERENT! 
Yes... full of design features you'll find in no other lavatories! COLOR, 
COLOR, COLOR! Sandstone . . . sky blue . . . sea green . .. ivory. FOUR 


exciting colors. plus white. moderately priced to fit every building budget. 





The new Briggs Beautyware lavatories are: eee ere ens Se & BE, ae 


back, wall pattern, with soap depression. A 
great space saver due to its narrow front-to-back 





1 THE WHITTIER (B-3210 HT). 19” x 17”, shelf dimensions. 
_ = pattern, with chromium towel bars. 4 THE WHITMAN (B-3370 H), 24” x 20”, ledge 
Also available with chromium plated legs. back. with chromium legs and towel bars, soap 
2 THE WHITMAN (B-3310 HT), 20” x 18”. ledge eens 
back, wall pattern, with chromium towel 5 THE WHITTIER (B-3270 HT), 22” x 18”, shelf 
bars and soap depression. Also available with back. chromium legs and towel bars. soap 


chromium plated legs. depression, 
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LINE OF 


Deal wae 
CHINA LAVATORIES 


Low Pri { 


Points of superiority in Briggs Beautyware 
vitreous china lavatories: 

e@ Ample shelf space—“beaded ends and back” —prevent 
side soiling. 

@ Double front corner concealed overflows with smooth 
underbow! front—no unsightly bulge—installation made 
easier—no cramped quarters. 

@ Deep anti-splash rim—non-splash with valves open. 


e Deep bowl—greater water capacity. 





@ Special safety-wall-locking feature—"‘fixture cannot come 
off hangers”. 


e No-slip hexagonal towel bars—attached to lavatory, front 
and back. 


@ Special easy-fastening methods for towel bars and legs. 


© Attractive fittings—hug the back—black index supply 
handles— quick opening valves. 


@ Priced right—smaller premium for color. 





Copyright 1949, Briggs Manufacturing Co. 


Write for complete details to 


BRIGGS MANUFACTURING CO. 


FS BRIGGS accrue 
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Investment Protection Co the &ditor... 


REYNOLDS 
lifetime 
ALUMINUM 
Building Products 


rm 





ee +. Swen 


a i 





& New Stipple-Embossed 





Corrugated, 5-V Crimp, 
Snap-Seal Roofing, 
Weatherboard Siding - 
Embossed .004” Built-up 
Roofing * Industrial 
Corrugated + Half- 
Round and O.G. 
Style Gutters and 
Downspouts * 
Residential 
Windows, Casement, 
Fixed and Picture Types * Reflective 
Insulation * 








Flashing * Nails 
All Accessories 
* Alumi-Drome 
(all-purpose prefab) 


REYNOLDS METALS COMPANY, 
Pvveu oat 


Avuminum [Pres 


Building Products Division 
Louisville 1, Kentucky 


.wexe=MAIL THIS COUPON (GG 

Reynolds Metals Company, 

Building Products Division, 

2016 South Ninth St., Louisville 1, Ky. 
From the listing above, | am particularly interested in the 

following products. Please send complete information. 





REYNOLDS 
Lifetime ALUMINUM 
BUILDING PRODUCTS 














Name Title 
Company 

Address 

City Zone State 
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Dear Editor: 


The June issue, just in hand, is a joy to behold. I 
am particularly interested in your editorial, “Stop 
Defeatist Propaganda.” Personally, I have been lec 
turing over the state on advertising and selling at our 
educational conferences, and have been preaching 
hard the very thing vou are hitting in this editorial. 

For 30 days, now, I have been trying to write an 
article for our California Real Estate Magazine on 
“Trends,” but until vour editorial came in, I haven't 
had just the right angle. At once, what I wanted to 
sav came into*my mind, and I wrote the enclosed 
for our magazine. I did not think it necessary to wait 
for your permission, as TI know you wish your fine 
article to have as large a circulation as possible. It is 
just what we need most urgently here in Long Beach, 
and on the Coast. 

A little illustration: One of our leading realtors 
calied on me and T let him read my article it was 
just finished. It seems he had prepared and_ printed 
300 circulars to send out to owners of apartment 
buildings, asking for listings, and telling them they 
had better sell as prices might go down still further. 
He handed the article back to me saving he was going 
home and burn up those circulars instead of sending 
them out. I tell vou honestly we need that kind of 
gospel and doctrine preached to us hard right now, 
and IT want to congratulate you on leading out in 
this manner. 

James Garth 
Long Beach, California 


Dear Editon 

“Thought vou might like to hear from a genuinely 
satisfied customer. 

Several months ago a friend of mine sent me a copy 
of NATIONAL REAL ESTATE AND BUILDING 
JOURNAL to show me an article which included his 
picture. I was so impressed with the magazine I im 
mediately sent in my application for a subscription. I 
now have received four copies and have become even 
more sold with cach issue. 

It seems almost uncanny the wav vour articles are 
so timely. The issue dealing with “Is Your Selling in 
Line for “497° was the most wonderful collection of 
selling ideas I ever read. I keep it filed for handy 
reference and have quoted many of the articles in my 
sales talks. Also vour editorials each month have given 
me a great deal of satisfaction. They seem to always 
contain ideas I have and are worded just like I would 
like to word them. 

It seems to me your magazine is a ‘must’ for anvone 
dealing in real estate or home building. I feel as 
though I am doing a favor to anyone in this field to 
recommend your magazine. 

Good luck to you and keep mV issuc coming every 
month. 

\ugust L.. Huber, 1 
Kansas City Missouri 


Gentlemen 
I would like to secure an extra copy of the May 
issue of the Journal. Phe article by John Wagner is 
tops and T want to preserve it 
Cliff Johnson 
Davenport, lowa 
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PROPERTY OWNERS :: For a list of 
your nearest ACCREDITED MANAGEMENT 
ORGANIZATIONS, write the Institute of 
Real Estate Management, 22 West Monroe 
Street, Chicago 3, Ill. (Affiliated with the 
National Association of Real Estate Boards.) 


*Firms displaying the A.M.O. emblem have 
submitted to, and passed, o careful scrutiny 


of their operations, as to both experience 


and financial responsibility. 
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INTERIOR-TYPE 
Douglas Fir Plywood 





DFPA. INSPECTED 


PLYBAsE is a NEW GRADE of Interior-type 
Douglas fir plywood with a face of B (solid) 
veneer, and a back of D veneer. All sanded 
both sides. For full details on PlyBase use 
and application, see Sweet's File, Architec 
tural, or send for the new 1949 Basic Ply- 
wood Catalog. Write the Douglas Fir Ply- 
wood Association office nearest you: Tacoma 
Bldg., Tacoma 2, Wash.; 848 Daily News 
Bldg., Chicago 6; 1232 Shoreham Bldg., 
Washington 5, D. C.; The 500 Fifth Avenue 
Bldg., New York City 18. 


PLYBASE THICKNESSES: 
3/16”, 4”, %”, %&”, %”, and %”. 
PLYBASE WIDTHS: 

30”, 36”, 42” and 48”. 


PLYBASE LENGTHS: Ege 
60”, 72”, 84”, 96”, 108”, 120”, and 144”. 


PLYBASE Makes Coverings Look and Wear Better! 


SUGGESTED DETAILS FOR THE USE OF 
PLYBASE IN TYPICAL FLOORING JOBS 








CROSS JOINTS OF 

PLYSCORD BLOCKED 

SOL/DLY¥ 
JOIST ~© ex 
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For Subfloors—PLYSCORD 


Under PlyBase or any type of finish floor- 
ing, PlyScord is the ideal subflooring 
The big panels of PlyScord cover joists 
quickly, provide a smooth, even surface 
that’s strong, rigid, tight and draft-free 
Identified by the “grade-trademark” at 
the right. 





90 


PlyBase is the ideal base material for all types of 
modern wall-to-wall floor coverings. Joints are re- 
duced to a minimum; the covering is smooth, firm 


. .. looks better, lasts longer. 


Sanded smooth, PlyBase presents a tight, solid sur- 
face. The large panel sizes go down quickly, are 
easy to handle, save time and labor on the job. Use 
PlyBase on remodeling work, too, as a firm surface 
for new coverings over old, rough, worn floors. And 
on walls, PlyBase serves as a backing for wall tile 
and over finish coverings which require a smooth, 
solid backing. 


Specify PlyBase—identified by the grade-trademark 


shown above! 


Douglas Fir 
PLYWOOD 


LARGE, LIGHT, STRONG 


roo" Panels 
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Men at Work 


OFTEN wish that the men who talk so venomously otf the “real 

estate lobby” or who rant and rave about the high cost of homes, 
new and old, or who call the building industry antiquated, or who 
say that we are not building in price brackets for average income - 
I often wish such critics would get a closeup of the real estate men 
and home builders they are decrying. 

Take a certain realtor-builder we shall call Mr. Jones, who lives 
in a metropolitan area. He is typical of thousands. He is an earnest, 
sincere, honest, conscientious citizen. Within two weeks he will 
launch a large project of homes in the $7000 class in his subdivision 
along with apartment units which will rent as low as $60 a month. 
Of late he has lost 10 pounds in weight, and looks like he has lost 40. 
He is pouring his life’s savings into the venture, and mortgaging his 
credit and prestige to the limit. He doesn’t dare fail. 

rhis man and his associates know how to build houses and apart 
ments efficiently. If there is any new or improved design or tech 
nique in the business, I am confident that he either has it or has 
explored it. And because he has a well-established real estate busi 
ness of high reputation, he knows what the public wants. 

Here is a man who symbolizes free enterprise. Are his prices too 
high? They are set to yield only a fair return on his investment, 
without recognition of the sleepless nights or the investment jitters. 
It isn’t his fault if what he is producing should to meet the 
Utopian dreams of a home-hungry public — be 10°% or 20°% or 30% 
less in price. This man doesn’t actually set the price. He is the man 
on the assembly line, who takes the rap (and the gamble) for the end 
product, Even the existing houses which he sells are priced — not by 
him — but by prevailing costs and the prevailing market. 

This man is building housing units about as far down in the price 
bracket as he believes it possible in his area to build, and still give 
lasting value. Like the automobile manufacturers who refuse to 
strip down their cars to midget size to reach a lower price bracket, 
he sees no justification for building midget houses. If you build 
enough good cars at a moderate price, you will bring down the price 
of used cars; if you build enough homes at moderate prices, you will 
bring down the price of used homes. That filtering-down system is 
still the only practical way to provide lowest price merchandise. 

Of course such a man is part of the “real estate lobby.” He be 
lieves, as does everybody in the industry, that the men in high office 
who attack the real estate and building industry, are doing it prin 
cipally because it is politically expedient to do so. Builder Jones 
needs to band together with others of his kind to try to stop the 
multitude of obstacles which are put in his way by the very men 
who say he isn’t doing enough. 

Realtor-Builder Jones has weighed all the hazards, not alone of 
delays and accidents and human frailties and changing markets, but 
of our private enterprise economy as well. He is betting heavily that 
America will go forward. He has faith in the future. 

Give us enough men like Realtor-Builder Jones, and the politican 
charlatans who abuse him won't have a chance. Sooner or later the 
public is going to give full recognition to the achievements of the 
men who are doing the job that evervone wants done. 


the editor 
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HOW DO YOU SELECT 


AND TRAIN YOUR SALESMEN? 


Here’s what most real estate and home building offices do.... 


@ Screen applicants by comprehensive interviews 


@ Use some aptitude testing methods 


@ Give instruction plus demonstration for training 


@ Require intensive reading of real estate publications 


@ Require attendance at all sales meetings 


@ Put beginners under supervision of experienced salesmen 


@ Pay on commission basis, or commission plus small salary 


I O vou select a new salesman by 

“hit or miss” methods, then 
put him on your sales force at office 
routine, checking listings, sharpen 
ing pencils? 

Or do you have a basis for selec 
tion and give him an orderly course 
of instruction? 

Do you have him work with an 
experienced salesman for a training 
period? 

Do you pay him during this basic 
training program? 

The Journal asked a cross-section 
of readers to answer questions like 
these. The answers reveal a wide 
variety of techniques, but certain 
conclusions can be drawn from the 
survey: 

1) Most real estate and home 
building offices accept or reject ap- 
plicants on the considered judg- 
ment of the company’s executives, 
rather than by. scientific tests of 
aptitude. Factors affecting the de 
cision include: appearance, educa 
tion, experience, personality, fam 
ily background, ambition, reliabil 
itv, Imagination, interest, financial 
stability. 

2) Most offices provide some 
form of instruction, usually by the 
head of the company or the sales 
manager, augmented by prescribed 


reading, and attendance at sales 
meetings. 

3) Second most popular training 
technique is almost immediate 
work in the field with a senior sales 
man. This can vary from being a 
mere onlooker to being a junioi 
salesman credited with a portion of 
the sales commission for transac 
tions consummated. 

t) A majority do not favor pay- 
ing beginning salesmen a compen 
sation except as it is a portion of 
commissions earned. 

5) A majority of offices use a 
combination of instruction plus 
demonstration techniques. 

“HIRING A SALESMAN, pure 
ly as a result of an interview Is ex 
tremely difficult,” savs Alexander 
Summer of ‘Teaneck, New Jersey. 
“Some of the individuals who have 
not shown up too well in an inter 
view turned out to be the most 
capable salesmen. Similarly, those 
who seemed almost brilliant during 
an interview turned out to be very 
disappointing. However, we try to 
determine as accurately as possible 
the prospective salesman’s capacity 
for work. We are convinced that 
a brilliant salesman in the course 
of years is never as desirable a pro 
ducer as is a steady plugger. We are 


By BOB FAWCETT 
Managing Editor 


indeed fortunate when we find a 
combination of the two. 

“Loyalty is one of the key requi 
sites of any salesman. If, during an 
interview, we find the salesman 
knocking his former employers, we 
are soon convinced that he would 
not be an asset to oun organization. 

“In our experience we have 
found that a reai estate background 
is not too important in employing 
the salesman in our residential o1 
leasing departments, though experi 
ence plays a major role in selecting 
men for industrial, commercial on 
investment real estate 

“DURING THE INTERVIEW, 
says Mr. Summer, “we paint a black 
picture and show all the disadvan 
tages of the business as well as 
pointing out the possibilities. We 
try to be as realistic as possible and 
let the man know that some timc 
may pass before he will get into tull 
production. This, in itself, is a good 
index to the man’s character, inte? 
est, enthusiasm.” 

PHE JOB OF MEETING PEO 
PLE being one of the most impor 
tant in the real estate business, 
many executives test applicants by 
introducing them to as many peo 
ple as possible, both inside the of 
fice and out. This method points 
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up personality traits, provides the 
reactions of a variety of people to 
that personality. 

Some companies have more de 
tailed methods of screening appli 
cants. Hodell & Company, Hous 
ton, saves valuable time and cuts 
the cost of salesman turnover by 
requiring applicants to fill out per 
sonal data sheets, take aptitude 
tests. The data shects cover such 
items as education and work back 
ground, social and economic back 
ground, family status and living 
conditions. If this shows that the 
applicant is a “good risk,” the apti 
tude test determines the applicant's 
ability to become a good salesman, 
indicates his interests, type of tem 
perament, amount of intelligence. 
Between 15 and 20°, of the appli 
cants survive the appraisal through 
the testing program. The othe 
80°: fail because of emotional im 
maturity, lack of good appearance, 
social or family drawbacks. 

\ similar test is given by J. C. 
Taylor of Upper Darby, Pennsyl! 
vania. An aptitude test, entitled 
“Personal Inventory of Basic 
Factors,” is given all applicants. 
The test is divided in four sections, 
deal with aggressiveness, stability, 
reasoning power, occupational in 
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terests. Mr. Taylor says, “Since 
training is expensive in both money 
and time, we believe these tests are 
of value.” 

AL, THOUGH AGE is not a pri 
mary factor, most offices prefer 
salesmen more than 30 years old. 
Bruce Holman of Oakland, Califor 
nia, makes this typical comment, 
“Age in our organization is not a 
bar to employment as we prefer to 
have salesmen in each age group. 
However, men over 30 are prefer 
able because many investors feel 
that anvone under that age would 
lack mature knowledge of values 
and the wisdom necessary to give 
competent advice to clients. 

However, some executives prefer 
yvoungel men, according to one real 
tor because “they are more easily 
trained.” 

John R. Worthman, Fort Wayne, 
Indiana, says, “If the applicant is 
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Age of applicant is not considered a 
primary factor by real estate and home 
building executives, but ability to inspire 
confidence is of major importance. After 
applicant has completed questionnaire, 
one builder emphasizes disadvantages of 
the business, thus testing their enthusiasm 


Wesley Buchanan, realtor-builder of 
Washington, D.C., has applicants fill out 
the questionnaire below. Answers to the 
questions form a basis for judging appli- 
cant’s social and economic background, 
experience, education. If application is 
okayed, more personal interviews are given 
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inexperienced, he should be 30 to 
35. If experienced, he should be 35 
to 45. We want both voung and 
older men for a balanced organiza 
tion.” 

“As long as the applicant can in 
still confidence, age is of little im 
portance,” says Robert C. Cooke, 
Birmingham, Alabama. 

VARIOUS TRAINING METH 
ODS are used, including personal 
instruction, intensive courses in the 
various phases of real estate, sales 
meetings, tutorage by an experi 
enced salesman, required reading 
of real estate books and magazines 

“In the case of a new salesman 
who has had no previous real estat 
experience,” reports — J. Vesley 
Buchanan, Washington, D. C. a 
typical answer “we usually give 
him two weeks to 30 days in a pro 
bationary period. We instruct him 


in methods of selling, methods ol 











Most executives make sales meetings compulsory for all new salesmen. In these meet- 
ings they hear discussions on how to handle clients, current problems, company policies. 


listing, the law governing real es 
tate, and the ethics of realtors. We 
also insist that he read at least one 
of our books on the general practice 
of real estate, and thoroughly fa 
miliarize himself with our office 
rules and procedure. 

“We usually attempt to let him 
do listings at first and then have the 
sales manager close all sales for him 
until he is qualified to act for him 
self.” 

Ray Dolan, St. Louis, says, “Every 
new salesman has an interview with 
each department head in our office 
to learn the functions of the various 
departments. The sales managet 
gives the applicant sufficient time 
to learn the operation of the sales 
department according to the rules 
of the company. If the applicant is 
completely new to the business, he 
is screened to test competency in 
passing the state examination. 

“EVERY SALESMAN IS RE 
QUIRED to attend our daily sales 
meetings at which company officials 
discuss such things as financing, 
contracts, sales forms. Each week 
we take a bus trip to inspect and 
appraise all of the listings that have 
come in since the week before.” 

J. E. Miller of Geneva, Ohio, pre 
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scribes a list of real estate books 
and office regulations for study by 
new salesmen. “New men accom 
pany our best listing salesmen when 
listing at least five properties and 
write a 100-word description plus a 
recommendation tor the best 
method in selling each property. 
They also must be present at prop 
erty showings, when financing ts ar 
ranged, and during the closing. 
Every applicant is obligated to at 
tend any real estate courses which 
are offered and reasonably conven 
ient to attend.” 


MANY EXECUTIVES USE a 
training method like that of Ralph 
\. Hunt, Studio City, California, 
who gives a two-month comprehen 
sive training program in listing, 
evaluating, presenting, qualifying 
listers, qualifying buyers, telephone 
technique, handling multiple list 
ings, equipment, allocation of time 
and effort, use of forms, selling 
aides, follow-up and follow-through, 
financing and closing techniques. 

Mr. Holman reports, “The first 
week or two we insist that salesmen 
do nothing but inspect hundreds of 
properties for sale in all parts ol 
the city in order to gather first-hand 
knowledge of market and _ selling 
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values. Following this he spends 
several weeks listing properties, not 
just at random but by systematic 
checking of every parcel of property 
in a city block. Then he is given 
personal training in qualifying 
buvers and selecting the property 
to fit the buver. In most cases he ts 
then ready for the job of selling.” 


APPLICANTS ACCEPTED by 
Jackson Potter, Svracuse, New 
York, are taught the basic prin 
ciples of real estate and assigned to 
office work only for two weeks. “We 
then place them on a trial for one 
month. ‘They need not necessarily 
produce a sale in that month, but 
they must show satisfactory prog 
ress. 

Albert E. Beck, jr., of Brooklyn, 
believes, “The best method and re 
sults are obtained by starting a new 
man in the management depart 
ment, preferably as a rent collector, 
so that his basic training will be 
fundamentally sound.” 

“We do not have our men go 
through a long instruction period,” 
says J. A. Nickerson of Omaha. “If 
a new man has the necessary quali 
fications to pass the license exam 
ination, he should be able to start 
right out and sell real estate. 
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“All new salesmen are supplied 
with books containing listings and 
photos of all the properties we have 
for sale. He must inspect all of 
these properties. 

“WE START THE SALESMAN 
OUT the first Sunday by putting 
his home phone number in the ads 
for five or six of the houses we have 
offered for sale. It is his responsibil- 
ity to follow up on each phone call 
and report to the sales manager or 
myself.” 

George A. Kuhn, Indianapolis, 
says, “Accepted applicants spend 
their first six months in office rou- 
tine, their next six months in lim- 
ited selling. Their advancement is 
dependent upon capacity after the 
first vear.” 

MOST EXECUTIVES, like Mr. 
Kuhn, believe new salesmen should 
be under the supervision of experi- 
enced salesmen. Mr. Kuhn = com- 
ments, “A senior salesman is respon- 
sible for every new man. His super- 
vision is paid by getting an override 
on earnings of junior salesmen ove1 
a period of time, depending on the 
circumstances. 

Barney Treacy of Lexington, 
Kentucky, and Fenton M. Parke of 
Buffalo, require university courses 
in real estate and selling. 

In the office of Lee K. Sillowavy, 
Detroit, new salesmen are put un- 
der the supervision of branch man 
agers or men in charge of special 
ized departments. O. G. Lachmund 
of Duluth has an experienced sales 
man accompany the novice until 
one or two sales have been con- 
summated. 

PERIODS OF APPRENTICE- 
SHIP for junior salesmen in Mr. 
Summer's organization varv from 
six months to a year, depending on 
the phase of the business the man 
is entering. At first, these men 
check listings and keep them up to 
date. That is followed by another 
period where they accompany 
senior salesmen on all calls. In the 
third phase they begin to handle 
customers, but in all cases the jun- 
ior salesman introduces them at 
some time during the negotiation, 
to a senior salesman to be sure they 
are properly handled. 

Some executives, however, sav 
that this arrangement is unsatisfac- 
tory, especially for too long a 
period. Joel L. Schlesinger, New- 
ark, says, “Many experienced sales- 
men acquire bad habits and these 
habits can be given very easily to 
new salesmen. I believe a new man 
should form his own habits. An in- 
telligent man, with some super- 
vision from the head of the office, 
can produce satisfactory results.” 


A VARIETY OF PLANS are 
used for paying salesmen, though 
a slight majority of the offices favor 
a commission rather than a salary 
plan. Harry M. Seldon of Detroit, 
reports — a typical comment — 
“Salesmen do not require compen- 
sation during their training period. 
If a salesman is anxious to succeed 
in his undertaking he will work 
harder on a commission basis rather 
than on a drawing account. Our ex- 
perience has taught us that we have 
ruined many men by putting them 
on a drawing account.” 

Mr. Buchanan says, “We never 
pay new or old salesmen, regard- 
less of the length of time they have 
been with this office. A salesman is 
paid one-half of the commission re- 
ceived by this office (minus listing 
commission or any necessary legal 
fees) and this commission is due 
only when final disbursement has 
been made to this company by the 
title company, or whoever settles 
the particular case.” 

Adrian O. Murray, Elizabeth, 
New Jersey, puts new men on a 
drawing account and commission, 
“the drawing account to avoid wor 
rv and the commission to encour 
age and create incentive.” 


Pei. . 























D. C. Johnson of Terre Haute, 
says, “A new salesman should be 
paid according to his ability to pro 
duce. The employer should be 
willing to underwrite up to 50% of 
salary or drawing account for six 
months for a good prospective sales 
man. 

“NEW SALESMEN SHOULD 
BE PAID a minimum living ex 
pense for about six months,” says 
Mr. Worthman, “and thereafter a 
limited drawing account plus com 
mission. 

In Mr. Summer's office, salesmen 
work on an incentive plan. Each 
salesman has a base commission, 
but if his sales exceed a fixed mini 
mum, he is paid a higher percent 
age retroactive to the first of the 
vear. Should he reach a still higher 
volume of business during the year, 
he is paid a still higher percentage, 
also retroactive. “This is paid in 
one lump sum at Christmas,” Mr. 
Summer explains. “It is amazing 
how many extra sales are made in 
December (commonly a_ quiet 
month) by salesmen who are strain 
ing every effort to produce one or 
two sales more which would put 
them in a_ higher commission 
bracket.” 
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“I don’t know, Mac — you'll have to ask the guy that hired us.” 
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12 QUESTIONS 





For better or for worse, the Journal asked the government administrator 
of rent control to answer numerous charges levelled at his office and at 


the administration of rent control. Here are his answers to our 12 questions 


1) How many communities have decontrolled since 
the new rent law went into effect, and how many rental 
units were involved? 

Decontrol actions from April 1, 1949 to June 20, 
1949 are as follows: 


1940 Estimated 
Population Rental Units 
By Housing Expedite: 120 $021,444 246,692 
By Local Governments 3) 554,797 115.567 
By Advisory Board } 115.797 63.978 
Lotal 158 , 90] 265 126,232 


2) What leading cities and states have taken action on 
decontrol? 

The only major cities which have taken action to 
lift rent control are Knoxville, Tenn. and Dallas, 
Pexas. Other small cities which have taken such action 
include Amarillo, Texas; Daytona Beach, Florida; and 
Pucson, Ariz. The remainder are considerably smallet 
communities, many of which are resort towns. 

The state legislatures of Nebraska, Texas, have 
passed resolutions eliminating Federal Rent Control. 
Up to the present time, only the resolution of the 
TPexas legislature had been received by OHE. The 
legislature of Florida passed a decontrol resolution, 
but it was vetoed by the Governor. The legislature 
then passed local bills decontrolling Miami, Tampa 
and Lakeland. Resolutions were introduced in Okla 
homa, Pennessee and North Carolina, but the legis 
latures adjourned without taking action. According to 
present law, Federal rent control cannot be put back 
into cllect in these communities and. states, even 
though an emergency might arise which would make 
controls necessary for the protection of the people. 

Controls can only be restored when they have been 
removed by action of the Housing Expediter or the 
local Rent Advisory Board. (Except for cases decided 
by the Emergency Court of Appeals 


3) Is it possible to estimate how many communities 
and units will be decontrolled over the next 12 
months? 

No accurate estimate can be made of possible de 
contro] actions, cither by local governments or by this 
office. However, we are constantly making surveys of 


local rental housing conditions in all areas where 
there is even the slightest possibility that rent control 
is no longer necessarv. Whenever we find that the need 
for rental housing has been favorably met, we will 
advise local officials of the facts we have found, and 
if they concur in the action we promptly eliminate 
controls in that community 


It is the intent of the Congress that rent control 
shall be eliminated as quickly as possible. And it is 
the policy of this agency to carry out that intent. | 
believe that the best evidence of our policy lies in the 
action we have taken. As I pointed out previously, I 
have lifted controls on approximately three times as 
many communities as local governments. 


1) What is your answer to the charge that you infringe 
on a state’s rights when you personally try to influence 
state action on de-control, as in the case of vour visit to 
Governor Jester of Texas? 

It is not now and has never been the policy ol 
this agency to “infringe on state's rights” in connection 
with the provision in the present rent law tor the elimi 
nation of controls by states and municipalities. Several 
state governing bodies have considered decontrol, and 
some have passed such measures. But I have at no 
time nor in any way sought to “infringe” upon 
their rights or to attempt to influence their actions. 


In the case of Texas, I simply went to confer with 
officials on the legality of a specific recontrol pro 
vision which was at one time included in the decon 
trol law under consideration. However, that provision 
was revised before final action was taken by the 
legislature 


5) Property owners say that the “fair net operating 
income” formula allows them little relief because a 
petition for relief requires cost records of major repairs 
for the last 20 years, and also because the years 1939-46, 
used as the basis for calculating fair income, were 
actually three and one-half “bad years” plus four and 
one-half vears of rent control. Do you have any obser- 
vation to make on this point? 

First, | would like to sav that we do not consider the 
formula for “fair net operating income” is sacred 
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When we created it, we simply tried to arrive at some 
thing that was practical and as fair on a national 
basis as we could possibly make it. I think all real 
dealers and builders should know that I dis 
cussed this problem with representatives of all the 
affected interests with real estate people, builders, 
labor, veterans, and others before I established the 
“fair net” formula. Not one practical suggestion for 
improvement was offered. However, if any one has a 
workable, useful idea I'd like to know about it. 

Phe two specific criticisms in your question are 
obviously on a lack understanding of the 
“fair net” provision. 

When landlord petitions for an increase under 
“fair net,” we ask him to indicate the cost of major 
repairs in order that he may include these expenses 
under his operating costs. If such expenses were not 
taken into account, then obviously the landlord would 
not be submitting information on the full cost of the 
operation of his property. This would reduce the 
possibility of his obtaining a “fair net operating 
income. 

\iso, ow ol vears 1s entirely 
of the landlord, instead of unfavorable, as your ques 
tion indicates. The vears from 1939 to mid-1942 were 
vears when rental incomes were good and vacancy rates 
were normal. If we had taken any other years within a 
20-veal span, we would have encountered “de pression” 
conditions, which certainly would not have been favor 
able to landlords. It is true that mid-1942 through 1946 
properties were under rent control, but thos« 
favorable to landlords, there were 
virtually no vacancies. Also it was no longer necessar\ 
for landlords to spend money to attract tenants, and 
the volum« rendered by landlords 
greatly decreased due to the scarcity of materials and 


estate 


based ol 


choice basic in favor 


vears 


were also since 


ol services was 
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Housing Expediter Tighe E. Woods 





could have chose i 


labor. Frankly, I do not see how 
any more suitable basic periods. 


we 


6) Isn't it true that continuing rent control makes it 
impossible for rental property owners to keep up their 
property? 

No, it not true. Under the present law 
virtually guaranteeing landlords increased rental in 
come toi keeping up their property, improving it, OF 
for increasing services. There is no longer any such 
thing as freezing rents at 1942 levels. We not only 
grant increases in rent cover the cost of improve 
ments, but we also include in such increases an allow 
ance for the increased value of the property due to 
the improvements. 

Under the present law local Area Rent Directors 
have full authority to administer rent control in 
cordance with local customs and rental property prac 
tices. In addition to increases in rent on the 
the “fair net operating income” formula, increases are 
being granted on the following grounds 

(1) For major improvements suck as a porch, new 

plumbing or heating equipment or a group ol 

repairs that rehabilitates a picce of rental prop 

erty. 

) For a substantial increase 
or furnishings. Any increase in services becaus 
of increased occupancy considered 
grounds for an increase in rent. Furthermore, 
any landlord can obtain an adjustment to com 
pensate for the of the 
provided. 

Where the local director finds that rent has been 


iS we are 


to 


ac 


basis ol 


in services, furniture 


is also 


increased cost SscTVIct 


{o 
frozen below the rate for comparabk rental 
units in the area. 
Please turn to page 44 
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Here’s today’s average built-for-sale house, based on results of a comprehensive survey 
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UDGED by a comprehensive 
Journal survey just completed, 
operative builders are building 
more homes in 1949 than they did 
last vear, and they plan still greater 
activity next year, despite the mul 
ti-billion dollar public housing pro 
gram and predictions of depression. 
Obviously, answers to the four 
page questionnaire sent to 2500 
Journal readers are contrary to the 
predicted economic trend of the 
nation’s business. One of the only 
conclusions that can be drawn is 
that established operative builders 
are enlarging their operations to 
satisfy the housing demand, while 








those inexperienced builders who 
speculated on the post-war “boom” 
are finding the more-competitive 
market too tough and are dropping 
out of the building picture. 
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Survey Shows Upward Trend 
in Built-for-Sale Housing 


Results of the survey show that 
each operative builder will con- 
struct an average of 57 homes for 
sale, an increase of 32°,, or 22 
homes, over 1947, when an identical 
survey was taken. Answers to this 
question, one of 50 asked in the 
questionnaires, varied trom as few 
as eight houses each to as many as 
several hundred. 

Survey results were computed ac- 
cording to regions to discover any 
significant trends. This compilation 
showed that the highest average of 
homes being built is in the Moun- 
tain states ‘with 148 per builder. 
The Pacific area comes next with 
a 93-home average; then the North 
Central with 75. Other sections fol 
iow close behind, with New Eng- 
land builders constructing an aver 
age of six. 
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And Journal readers have big 
plans for next year. They'll each 
build an average of 68, and previ- 
ous experience with this type sur- 
vey shows that the figure probably 
won't be far off. In 1947, readers 
told Journal editors they would 
build an average of 51 homes in 
1948. Final statistics for last year 
show that they built slightly more 
than that. 

And what about prices? They've 
made a substantial increase. Homes 
are being built to sell at an average 
price of $13,390, while the average 
in 1947 was only $8758, a 35°% in- 
crease. 

Several conclusions can be drawn 
from the higher price average. More 
luxury-type homes are being built 
because of increasing availability of 
quality materials and equipment. 
Builders are striving to construct 
marketable houses in the under- 
$10,000 price bracket but are find- 
ing labor, material, and land costs 
boost the prices to $11,000 and $12,- 
000. There is a decreasing demand 
for homes in the $15,000 to $20,000 
price range, consequently less activ- 
ity in that market. 

In New England, average price 
of homes is $22,000; North Central, 
$15,652. Lowest price average, $9,- 
387, was reported from the South 
\tlantic states, probably because of 
lower heating requirements, base 
mentless construction. Surprisingly 
enough, the South Central reported 
a higher average price, $12,461, 
than the Middle Atlantic, South At 
lantic, Mountain, and Pacific areas. 
(Prices were calculated by an aver 
age ol returns, not houses.) 

Operative builders are concen 
trating on “traditional” and “mod- 
ernized traditional” architectural 
stvles. A total of 46°% checked off 
“traditional”, defined in the ques- 
tionnaire as “Cape Cod, American 
Farmhouse, Georgian, English, etc., 
more or less strictly period.” This 
showed an 8.3°% drop in popularity 
from the 1947 survey. And, strange 
ly enough, “modern”, defined as 
“flat-roofed, strictly functional,” re- 
ceived only 1.6°% of the votes, a de- 
crease of 1.6°, from 1947. 

Leading the architectural popu- 
larity poll with 52.4°¢ is “modern- 
ized traditional,” which was defined 
as “a blend of both (the two stvles 
mentioned); ranch house and other 
contemporary styles, showing tra- 
ditional heritage.” In 1947, this 
style was second in popularity to 
“traditional”, but received an 8.6°% 
boost this year. 

When asked the minimum lot 
size in their area, the answers 
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(mean) were: 51.29 feet by 118.63 
feet, or slightly above 50 by 118. 

(This is natural. Men who build 
homes for sale or for rent invest 
their money in conservative styles. 
However, in answer to the question, 
“Is the strictly ‘modern’ gaining 
popularity in your opinion?” the 
answers were “Yes” from 37°), and 
“No” from 63° .) 

Answers to minimum lot size in 
the various areas result in a mean 
of 51.29 feet by 118.63 feet, or 
slightly above 50 x 115. The “most 
desirable” size checked was 72.9 by 
132.38, or larger than 70 x 130. In 
1947, answers to the “most desir- 
able” size averaged 67.32 by 137.18, 
less wide but slightly deeper than 
indicated in the 1949 survey. 

Builders are requiring a fraction 
less downpayment on the purchase 
price, using more FHA financing 
and fewer GI loans than reported 
in the 1947 survey. The downpay- 
ment required averages 19.4%, 
1.2%, less than previously. A toial 
of 88.1°% of the builders reporting 
use FHA insured mortgages, 9.1°% 
more than in 1947, and 72.2°%% use 
GI loans, 10.7°% less than reported 
in 1947. 

Typical comments from various 
sections, particularly the North 
Central and Pacific areas, indicate 
that GI loans are increasingly diffi- 
cult to get. Following are some of 
the comments: “The GI appraisal 
was less than the cost of the last 10 
houses, so it was dropped.” “For a 
California veteran, more cash is 
needed than available through GI, 
FHA, or non-FHA, but we under 
stand that the new state bill may 
change that.” “We have VA ap- 
praisals at our selling price and are 
marketing homes to veterans at no 
downpayment.” “GI loans are too 
uncertain and require a long delay 
to negotiate.” “GI and FHA loans 
are not available in this part of 
Ohio.” 

Nearly twice as many basic plans 
are being used to build homes for 
sale, indicating that builders are 


striving for variety in their projects. 
This year, builders are using 8.1 
plans. In 1947, they used 4.4. The 
houses, too, are becoming a fraction 
larger with more three-bedroom 
homes being reported than previ 
ously. However, the average num 
ber of rooms is 5.3, just .2 more 
than in 1947, and the average num 
ber of bedrooms is 2.5, at .12 in 
crease over the previous survey. 

Do buyers prefer dining room o1 
dining area? This year, builders 
give the nod to dining area in 
56.5% of the cases; to dining room 
in 43.5°% of the cases. This shows 
some change in thinking over the 
1947 results which gave a slight 
majority of votes to dining rooms. 

Quality construction is still tops 
on the list of items which builders 
feature most, but good design and 
good location follow close behind. 
Due to stringent financing regula 
tions, builders are also stressing 
easy financing. Other items featured 
most, ali closely grouped in popu 
larity, include, in order of fre 
quency of mention: large windows, 
attractive bathrooms, large lots, 
ample storage rooms, good paint, 
automatic heating, good roofs, lino 
leum, millwork, completely equip 
ped kitchens, air conditioning. 

And Journal readers, realizing 
that the market is becoming more 
competitive, are putting additional 
emphasis in advertising and demon- 
stration on nationally-known prod 
ucts which add salability to thei 
houses. Consequently, they are de 
voting more of their time to the 
personal selection of materials. A 
total of 95.3°% say they themselves 
miake the product selections for 
their homes, a 1°% gain over the 
previous survey. 

To the question, “Should the 
price of a complete house include 
landscaping?” the answers were 
“yes” 63.9%, and “no” 36.1%. 
When asked “How do you help 
buyers landscape their lots?” the 
following answers were written in, 


(Please turn to page 48) 





readers. 





How the Survey Was Taken 


A total of 2500 four-page printed questionnaires, each of which asked 50 
specific questions, were sent out last month to a cross-section of 10,550 Journal 


Questionnaires were sent to readers whose names were taken at random from 
subscription lists, divided by states according to population. 

Returns were classified and averages computed by sections of the country 
to show any regional trends. Survey results in this article are compared with 
the results of an identical survey taken and handled in the same manner in 1947. 
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inding Your 
rospects 


By A. JASPER MOORE 
Washington, D. C. 


| I IS in the field of direct can- 

vassing that the good salesman 
really proves his worth. It is his 
reason for being part of the orga 
nization. The company not 
need him if he is only going to sit 
around waiting for business, fon 
such business could well and easils 
be handled by clerks or company 
officials themselves. 


does 


By direct 
necessarily 


canvassing I do not 
mean “door bell ring 
ing” or house-to-house selling. This 
is only a small part of canvassing, 
which in its broader sense simply 
means contacts. Daily contacts with 
possible purchasers, contacts with 
those needing or desiring to sell, 
steady, intelligent work in the 
field, meeting and talking to as 
many prospects as you can this 
is the prime factor tor success. 

Don’t neglect neighbors. Many 
good, easy deals are lost that are 
right under your nose. If you sell 
a property in a certain neighbor 
hood, let the other property own 
ers know of vou They 
may want to sell, too, and would 
appreciate an offer of your sery 
Ices. 


success. 


If you are offering a house for 
sale, a neighbor may have a friend 
or relative he would like to have 
in his community, for most own 
ers are proud of their homes and 
environment and will help vou by 
a lead or recommendation. 

If the property is a good specu 
lation or investment, the neighbor 
hood grocer or druggist or proles 
sional man, usually men of better 
than-average means with a stake in 
their community, well be 
The neighbor 
only renting may decide to become 
an owner. Neighbors are a 


may 
prospects. who ts 
short 
cut to a lot of good business. 
Plan your day. Try driving from 
home to office by different routes. 


x0 












If you are offering a house for sale, a neighbor may have a friend or relative he 
would like to have in his community, or he may wish to sell his house, too 


You may see a group of homes ot 
apartments that would provide 
listings for you or at least acquaint 


you with the city’s growth. And 
this will increase your ability to 
more intelligently discuss your 
product real estate. You may 


learn of some good properties for 
sale and also pick up a few leads 
or prospects. 

Do vour relaxing where people 
congregate and where you can 
meet and talk with them. A restau 
rant is a place where you can fre 
quently meet an old acquaintance 
or strike up a new friendship ; 
good sources for business. 

Give people lifts in your ca 
when advisable. Join clubs and civ 
ic organizations. Sandwich in some 
volunteer work for the good of 
vour community. It will be repaid 
by vour friends and 
iw to return the favor by 
giving business to vou. 

Lake 
such 
duct 


associates 
wantil 


not to be a bore in 
circumstances. Always intro 
vourself by full name. Men 
your business as soon as po 
litelv feasible and include the name 
f your firm. Then, if vou show by 


care 


tion 
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hard work and ingenuity that you 
know vour business, vour ability 
will recommend itself to yvour as 
sociates and they will voluntarily 
seek vou out when they need help 
in real estate matters. This is what 
I call “unexpected business” and 
it is this extra or unexpectcd busi 
ness, added to that which vou di 
rectly consummate, that will make 
you more prosperous and success 
ful. 

Banks and lawyers frequently 
have properties to dispose of for 
clients and should be contacted. 
Use your office only to get together 
your facts on the property you aré 
offering, to make your 
phone calls, and to plan your day’s 
work. Then get out on the street, 
into homes and office, and on con 
struction jobs or developments 
Keep making contacts! 


necessary 


Repeat business, a ready source 
of leads, often is easier to close be 
cause the way is paved for you by 
the recommendations of a satisfied 
client. And vou do not have t 
close a deal to make a friend on 
satisfied client. If have served 


vou 
Please turn to page 48 
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SUBURBAN STORE SOLVES 


THE PARKING PROBLEM 


Confronted with the problem of customer parking, Milliron’s 
department store in Weschester District, Los Angeles, found 
a solution in roof parking. Structurally and functionally, Mill- 
iron’s may well have helped to establish an innovation in the 
style of suburban department stores by utilizing the roof area 








Although it gives the appearance of a two-story 
structure, Milliron’s, designed by Gruen and Krum 
meck, is actually a one-story department store of 
90,000 square feet. Added space for sales area is 
gained by using free-standing display cases which 
are placed at an angle to the street so they are seen 
by drivers without usual dangers of head turning 


Broad ramps lead to parking space on the roof and 
to the main entrance to the store seen in the center 
of the roof. Additional parking space is provided 
for at the rear of the building. As added attractions 
for customers, a restaurant, an auditorium, a chil 
dren’s playroom, a beauty parlor border the roof 


The extended caves supported by the vertical 
louvres serve a double function; they are both a 
decorative feature and the archway over the ap 
proach to the double ramp. Roof parking is con 
venient for suburban shoppers, most of whom drive, 
for the main entrance is but a few steps from their 
car. Milliron’s saves the added expense of elaborate 
first-floor entrances by using the one roof entrance 











THE APPRAISER'S ROLE IN 
HOME BUILDING 


To establish accurately the value of new construction, today’s 
appraiser must make a careful check to see that the design is func- 
tional, specifications are thorough, and proper superintendence is 
given. Careful attention to these factors will help eliminate func- 
tional obsolescence, the result of ‘Boom’ periods of poor building 


By DOMINICK DUNN 


Appraisal Associates, Inc.- 
Chicago, Illinois 


BOUT a year ago a local lend- 
ing institution sent me a plan 
and specification of a house to be 
erected in one of our Chicago sub- 
urbs. They wanted an estimate of 
the value of the finished product as 
a base for gauging the merits of a 
loan submitted and to be used for 
construction of the house. 

The plan was well-drawn, but the 
specification was so ambiguous and 
contradictory that it was almost 
meaningless. I returned it to the 
client and asked that they obtain 
better specifications. 

Some other appraiser must have 
been less critical, for my client lost 
the loan. 

\s another example, last week I 
received a call from a local firm of 
lawyers saying they had a case of 
dispute between an owner and a 
builder of a house. The owner 
claimed it was not built according 
to specifications. The law firm 
needed an inspection of the job and 
court testimony as to the conditions 
found. I asked whether they had 
the plan and specification. They 
turned them over to me, and lo! .. . 
they bore my initials. I recognized 
them as a set of specifications I had 
rejected a year ago. 

I inspected the building and 
found one of the worst “Jerry-built” 
houses I have seen in several years. 

We in the United States have the 
“know how” to erect the best build- 
ings that human skill can devise . . . 
when careful attention is given to 
design, specifications, and construc 
tion superintendence. But what ap 
praiser who inspects existing houses, 
anywhere in the country, is not con- 
fronted daily with what we call 
“functional obsolescence’? 

First, many people believe that 
the amount involved (in dollars) to 
construct the ordinary house is too 
small to admit the charge for de- 
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tailed design and specifications. 

Second, and more important, are 
our recurring economic cycles which 
produce an excess of housing first, 
followed by some years of little or 
no building, then a “boom” period 
when it seems that everyone wants 
a house. 

During the “boom” periods good 
materials are soon exhausted, prices 
and profits zoom upward, every 
body regularly in the business is 
overworked. The opportunity for 
profit is very apparent and it’s the 
time when people who know 
nothing about building houses be- 
come contractors. 

It is when this last condition oc- 
curs that most of our houses are 
built, and a very large percentage 
of them are built by people whose 
experience in building is not suffi- 
cient to prevent functional obso- 
lescence. 


Many contractors in this period 
submit an ambiguous specification 
because they don’t know what a 
good specification should contain 
or because they don’t want it to be 
the briefest possible to limit re- 
sponsibility. 

How is the owner, ignorant of 
construction detail, or the unin- 
formed lending institution, to be 
protected? 

A specification for brickwork may 
be as simple as: “The walls shall be 
of common brick.” Such a specifica- 
tion given to a responsible contrac. 
tor might result in a_ splendid 
building. But such leeway given to 
some contractors would result in a 
monstrosity. 

Another specification might read: 
“All masonry walls shall be of the 
same thickness, using type ‘G’ hard 
brick made by John Doe Company 
for the exterior wall face, with sec 





It is the appraiser’s duty to point out to clients the necessity for good plans, complete 
specifications, constant superintendence, and to make sure by personal inspection that 
these factors are carried out. It will help curb functional obsolescence, says the author 
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onds of the same make, or Dalite 
block for backing. If laid in hot 
weather, all brick shall be thor- 
oughly wetted before laying. No 
brick-bats_ will be accepted. All 
bricks shall be laid with flat beds 
and pushed joints. No voids within 
the wall will be allowed. Interior 
joints shall be struck and exterior 
joints “V" grooved. Exterior joints 
shall not be more than 3/8-inch. 
All exterior joints shall be laid to a 
line running from wall to wall to 
insure uniform level horizontal 
lines. All wall lines shall be plumb 
and workmanlike.” 

This is only part of the specifica- 
tion for brickwork and, to the un- 
initiated, it might seem superfluous, 
wordy. The fact is it is none too 
thorough. What appraiser has not 
made an inspection of new con- 
struction in the past four years and 
found brick being laid incorrectly, 
but because of poor specifications 
was powerless to do anything about 
itr 

Do you, Mr. Appraiser, check 
your plans for error in room ar- 
rangement? Do doors swing to a 
clash? Does a door swing in front of 
the only space in the kitchen for a 
stove or refrigerator? Do the stair 
openings insure proper headroom? 
Are bathtubs located on outside 
walls? Are bathtubs set on the floor, 
or hung to the studs? Will placing 
of soil stack require cutting into 
joist: 

I reject any plan with a bathtub 
set on an outside wall in this cli- 
mate. The tub takes the tempera- 
ture of the cold outside wall and is 
usually under a window where it is 
dangerous to person and tub to try 
to open or close the window. If a 


A specification for brickwork may be as 


simple as: “The walls shall be of common 
brick.” Such a specification may result in 
a splendid building or a monstrosity, de- 
pending on responsibility of appraiser 
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shower is used over the tub, it is a 
constant nuisance because water 
enters the window framing, warps 
wood, spoils decorations, loosens 
plaster (unless a double curtain is 
used.) A bathtub set on the floor 
settles to whatever extent the joist 
shrinks, leaving that great annoy- 
ance of a crack over the tub line, 
under plaster or tile, that leaks 
water. The tub should be hung to 
the studs; then no such shrinkage 
can occur. 

Joist blocking perhaps causes 
more plaster cracks than any other 
single cause. Good specifications 
will read: “All joist blocking is to 
be done with metal shims, slate 
chips, or other material that cannot 
compress and that covers the full 
bearing surface of the joist.” 

How many times have you seen 
the best grade of 10-inch joist 
blocked with slivers of cedar shin- 
gles or small sticks of wood that 
may not cover more than an inch 
of the surface under the bearing 
face of the joist? What can you do 
about it if the specification says 
nothing about the method? 

Building parapet walls is com- 
monly a bad job because of specifi- 
cation weakness. One concern I 
know does a business of several 
million dollars a year rebuilding 
parapet walls (mostly commercial 
and factory building) that are built 
incorrectly and give out within five 
years. Yet you find many parapets 
50 vears old still in sound condi- 
tion. 

A thing so insignificant as putty 
can cause no end of trouble and ex- 
pense if not properly made and 
applied. All of us have seen houses 
in the past four years where the 
putty was loose and falling out, 
permitting water to destroy the 
sash . putty from one to two 
years old! A good specification will 
include the formulae for the right 
kind of putty. 

There are many, many examples 
where lack of good specifications 
create structural faults, lack of skill 
resulting in the difference between 
a home with sales appeal and one 
with functional obsolescence. Since 
it seems that the public cannot be 
educated quickly to know the value 
of good pet specification and 
superintendence, but since the own- 
er expects perfection and the lend- 
ing institution puts up other peo- 
ple’s money to finance the job, it 
appears that the appraiser may 
soon be compelled to occupy the 
position he occupies in other, older 
countries, where he is called a “sur- 
vevor.” 
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There is a challenge to the ap- 
praiser, or for the appraiser, to as- 
sume the responsibility of pointing 
out to his clients, whether lenders 
or owners, the necessity for good 
plans, specifications, superintend 
ence and to see that these factors 
are carried out. In some cases he 
will have a job of selling to do, but 
it can be done because it is being 
done. 


News Commentary Successful 

N_ Poughkeepsie, New York, 

Realtor Charles Boos is enlarg 
ing his clientele with a commen- 
tary in the advertising columns of 
his local newspaper. 

With the slogan “C. Boos for 
Real Estate,” the New York realtor 
comments on local housing, city 
development, home ownership, 
and other items of public interest. 

One of his recent columns dealt 
with the increase in building ac- 
tivity outside Poughkeepsie’s limits 

. the reasons for it . what it 
meant to the growth of the city. 
Comments on local housing and 
modernization activity were the 
subjects of another column. 

In one of his advertisements, Mr. 
Boos gave 10 reasons for home own 
ership. His 10 points were: financial 
independence, security, credit, so- 
cial, development of responsibility, 
permanent environment, healthful 
exercise, independence of way of 
life, and peace of mind. 

Mr. Boos says this “personal chat” 
with newspaper readers has 
brought excellent results. “We have 
found that this has created quite 
a response among our local clients 
and has helped enlarge our buying 
prospects as well as our selling 
clients.” 


Industrial Relocation 

GREAT deal of controversy 

has centered around the bas 
ing point issue which indirectly 
affects the real estate industry. To 
meet competition, many industries 
establish their prices by including 
the freight charge to a certain city 
or basing point. 

Many small cities, dependent on 
an industry that employs this svs 
tem, may be seriously affected by 
legislation that outlaws such prac 
tices. If such legislation is passed, 
many industries will be forced to 
move nearer their markets to fight 
price competition. Roland R. Ran 
dall, president of the Society of 
Industrial Realtors, will present his 
views on the relocation of industry 
in next month's Journal. 
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A well-planned medical clinic with handsome, yet 
functional design, and good location can solve 
the requirements of physicians, alleviate the 


traffic problem, and offer profitable opportunities 


for far-seeing real estate and building executives 
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Vertical siding provides an attractive natural wood effect to the 
$48,000 flat-roofed clinic. Reception rooms have large windows 


Clinic Offers Remedy 


for 


Downtown Congestion 


HE trend to decentralize congested downtown busi 

ness properties strikes a note of opportunity for 
realtors and builders interested in developing small 
medical clinics. Locating doctors’ offices away from the 
hustle and bustle of downtown alleviates parking con 
ditions, allows doctors more space, facilitates appoint 
ments for patients. 

In line with this trend, Designer-Builder Gordon 
McKay has recently completed a $48,000 modern clinic 
for four physicians in Cedar Rapids, Iowa. The flat 
roofed clinic, its attractiveness accentuated by a natural 
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wood effect and large decorative windows, is located on 
a quict residential street, yet affords ample parking 
space for 25 cars at the side of the building. 

The 51 x 64-foot clinic, located on a 90 x 140-foot lot, 
is built on a slab foundation. Two entrances, one on 
each side of the ground-level concrete porch, lead into 
reception rooms which are colorfully decorated with 
modern furniture, oil paintings, draperies, and large 
corner windows of Thermopane. 

In each reception room, yet separated by a counter, 
is a small business office, one for each two physicians. 
Each of these offices is located next to a corridor which 
leads to examination and X-ray rooms, a laboratory, 
and the doctors’ offices. 

Each of the doctors has a private office and two ex 
amination rooms along the outside or inside wall of 
the corridors. In the center of the building, connecting 
the corridors, is a laboratory for a full-time technician. 
Immediately behind this is an X-rav room, dark room. 

The clinic is heated by a city steam-forced air com 
bination. Cold air is an integral part of the slab floor 
and is conducted around the perimeter of the build- 
ing. The air is collected at the rear of the building in 
the utility room, circulates through a Lennox pre 
cipitator, passes through a General Electric air con 
ditioning unit where it is blown across a copper fin 
heating coil and is distributed through sheet metal 
ducts in the dropped ceiling of the corridor. 

The interior of the clinic has light green-gray walls, 
except the offices of the physicians which are paneled 
in walnut- or oak-veneer U. S. Plywood. Floors are 
covered in deep shades of Thos. Moulding asphalt tile. 

Vertical cedar siding, stained with Cabot’s redwood 
stain, was used for the exterior. The built-up roof of 
the building, covered with Barnett asbestos felt, has a 
slight pitch, accomplished by the use of 2 x 6's, with 
the highest point at the front of the structure. 

Ihe clinic is completely insulated, the walls with 
Kimsul, the ceilings with Balsam Wool. The en- 
tire area above the insulation and below the roof 


Please turn to page 44) 












Both reception rocms, on either 
side of the buildine, are colorfully 
decorated, offer comfortable facil- 
ities and pleasant surroundings 


A small business office is sepa- 
rated from each reception reom 
by a counter for the receptionist 
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A completely-equipped laboratory is used by the four physicians 
who occupy the building. It’s entered from two side corridors 





The four doctors’ offices are in separate parts of the building to 
afford maximum privacy. Walls of the office are wood paneled 
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BE A “COUNTRY 


DOCTOR” 


TYPE OF REALTOR 


By EARL B. TECKEMEYER 
Part Ill 


Specializing has its place in real estate, but the business also needs more emphasis on helping the 


little’ man. In this article, the author calls it ‘‘courtry doctor” realty and says that the realtor should 


learn to handle a variety of small jobs, the cushion against hard times. The personal satisfaction 


gained from closing a lot of small, varied transactions adds up to happiness and prosperity 


| 1 IS pretty well agreed, I think, that the tools of 
vesterday, the methods of the war years in selling 
real estate are a thing of the past; that we actually 
haven't been selling at all; that the great salesman 
really does do his best when the chips are down and 
the pressure is on. 

It is also agreed, I trust, that there are things we 
can do about present market conditions — not things 
that will make getting the business easy again, nothing 
will do that. But, for the man or woman who is in 
this business for good and means to continue making 
a go of it, no matter what, there certainly are many 
ways and means, many new ideas we can use, many 
old ones we can use again, which, if practiced, will 
show us the way. 

One practice many fell into during the lush years 
was that of specializing. There was the fellow who 
only dealt in the better class of homes in the better 
sections. He'd always refer the customer to someone 
else if he happened to be a customer looking for some 
thing a notch or so below his scale of activity. There 
was also the business specialist; it was just a wee bit 
out of his line to bother trying to “fetch up” a home 
for someone who happened to come his way. He just 
didn’t deal in houses — especially cheap houses. 

Now, I fully realize that in every community there 
are, of necessity, men and women who handle certain 
types of real estate. In our town, two firms have a 
strangle hold on the office management business; an- 
other firm or two deal mostly in the mansion type of 
home. That is a needed thing in our business, I guess. 
But I am writing and speaking for the average realtor 
throughout this broad land, and when I say average, 
I mean fellows like you and me. We're just common 
folk banging along in our little old way, making a 
decent and respectable living out of the business of 
being the service stations for real estate of whatever 
kind, wherever it is, and for whoever wants to buy it 
or sell it. 

I have no quarrel with the specialists. I am just 
saying that it is too rich a dose for the average fellow, 
and that he'd better leave such things alone and dig 
into the real market, the real business field of real es 
tate, and be the all-around servant of his product. 

We all know the fellows who cleaned up during the 
war years, bought the oriental rugs for their offices, pan 
titioned off a cell for their exclusive use in which they 
would give interviews, bought the latest Cadillac, join 
ed the swank club, and otherwise let all their custom 
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ers know they had really made a killing. I don’t know 
what's going to happen to them now, but I can guess. 
So can you. They have lost the human touch; they have 
forgotten that the mail-man and the milk-man and the 
street-car motor-man and the truck driver and all the 
little folks in their community need homes. In fact, 
these people would be so over-awed at coming into the 
presence of such splendor and wealth that they prob 
ably couldn't find words with which to state their sim 
ple wants. The picture may be somewhat overdrawn, 
but that is for a purpose. I wanted to make it emphatic. 

There is fun and gladness and happiness for the 
“country doctor” type of realtor who takes care of the 
needs of his people. For the fellow who will stop when 
he’s busy to handle a little rental property for a man 
moving out of town who doesn’t want to sell right 
away, or to write a little insurance, or to help a cus 
tomer who is lost solve a zoning problem, or to write 
a lease for a fellow with just one house to be rented, 
or whatever it is that people need, there’s going to be 
real pleasure. Real estate in America needs more ol 
that kind of service. 1, for one, am going to continuc 
to be a service station for real estate In my community, 
and, do you know what? I am going to be as busy as 
possible all the time. ll not get rich but Pll sure have 
a lot of fun and make a lot of little guys happy. 

So let me suggest that you broaden out in this mat 
ket. Equip yourself to do a little appraising in between 
deals; handle a little insurance; do a little rental busi 
ness; go out now and then to help some fellow figure 
out a way to buy a house he has seen even though it 
isn’t your listing, but just because he knows you or has 
heard about you through a friend and knows vou are 
to be trusted. 

Let me give you an example from everyday business 
life. On the day that IT finally managed to complet 
the leasing of the ground floor building for that radio 
store which you may recall I told vou about last time, 
I was hurrving down the street to my ground floor 
office when a fellow realtor, who wasn’t too busy to 
stop and chat (in fact he wasn’t busy at all), stopped 
to ask some simple question. I pleasantly indicated that 
I was in a hurry and his reaction was, “Teckemever, 
you always seem busy as the devil. Do you just act 
that way, or are vou really that times like 
these?” 

In one hand I had the rough copy of that leas: 
($40,000); in the other hand I had two copies of an 
$1800 time payment sale I had just closed (commis 


busv in 
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sion, $90); sticking out of my pocket were four ap 
praisal sheets for a building and loan executive who 
had asked me to look at the properties for him. We 
were standing in front of my office. The door was open 
and I could hear the phones ringing and see my secre 
tary waving that I had a phone call waiting. “Yes,” 
I said, “I’m always pretty busy; nothing that amounts 
to much in itself, but altogether they add up. That 
call in there is probably not another deal but some 
poor tenant with clogged-up sewer and wants me to 
send a plumber.” 

And, sure enough, it was. Yes, I'm always pretty busy 


a week. I don’t make a deal every week, but at the 
end, they will average out to 52 per year and that’s 
what I mean. I mean any kind of a deal, too; just so 
I keep the average up so that I can always be able to 
look in the mirror and say, “Well, fellow, you did it!’ 
Sometimes, I have to hurry and go like fury to 
peddle off a $100 lot (we got stuck with a good many), 
but, there again, it’s a deal, and there's my average 
Sargent, the great paimter, once painted a panel of 
roses no bigger than a man’s hand. Its perfection was 
the despair of all artists who aspired to perfection. 
Yet, despite fabulous offers, he would not sell it. His 





Whether it’s a property to be managed, a house to be built, or 
a home to be sold, equip yourself to handle all phases of real 
estate — large and small. The results will add up to satisfaction 
and good-will and a substantial business, says well-known author 





around my place. It probably will always be that way 
in this or anv other kind of market because we are 
always going to be the service station for real estate 
in our community. 

In times like these, nothing is more stimulating than 
to make a deal any kind of a deal. Nothing does 
more to raise one’s hopes, to spur one on than the 
making of a deal. It gives you a sense of accomplishing 
something. It is the same as if some hidden voice con 
tinually said to vou, “Sure, you haven't lost vour touch. 
You still can make ‘em.” So, set a goal for vourself. 
Don't make it a goal in dollars or number of proper 
ties sold, but just a goal of helpfulness — a goal of any 
kind. Then, strike out for it. For myself, having been 
in the business for 25 vears, I have set a goal of a deal 
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explanation was simple: “Whenever | 

aged and fear that my touch is gone, | 
painting of roses and say to myself, 

painted that’.” 

So it is with the realtor. To cach of us comes a time 
when we wonder if we have lost our touch; if the strug 
gle for the deal is worth the effort; if our accomplish 
ments are worth-while. When that time comes, we, lik« 
Sargent, ought to be able to look at the picture we 
have painted the people we have made happy, the 
families made secure in the homes we have found for 
them — and say, “I had a hand in painting tl at pic 
ture.” That's what it really is. It’s a 
work in your community 
and yourself as a realtor. 


grow discout 
look at that 
‘Sargent, vou 


picture ol 
if vou truly serve 


youl 


real estate 


, 1949 








e@Homes Our Readers Are Building 


@ Colonial Village and Colonial Gardens 


OVERING two full city blocks 
on the east side of Denver isa 
recently-completed rental housing 
project of three distinct types of 
one- and two-story buildings, all 
combining space - saving arrange 
ment with sound construction. 
Built by Burns Realty and Trust 
Company, Colonial Gardens and 
Colonial Village includes 16 build- 
ings of 86 two-bedroom apartments. 
Of the three types, the two-story 
measures 16 x 25% and has two 
bedrooms upstairs. The two one- 
story types measure 26/4 x 30. 
The exteriors of the buildings in 
the developments are finished in 
hard-burned stiff mud sewer brick 
and a high quality hard-burned 
sand brick which was treated with 


a coat of Bondex before the oyster 
white finish was applied. The face 
brick extends upward about half 
way to the elevation, and the paint- 
ed sand brick continues to the eave. 
\ll exterior woodwork is fine qual 
ity pine or fir. 

The roofs of the buildings are 
covered with Johns- Manville, 
Black, or Ruberoid Company shin- 
gles, and the ceiling insulation of 
each building is Rockwool. All ex- 
terior walls are weatherstripped, 
and all windows and doors are 
caulked. 

Interio1 
tory grade 
15 pound asphalt felt. 
under linoleum covered surfaces is 
fir or pine. Kitchens, 


finished flooring is Vic- 
red oak floor laid ovei 
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and rear entries are covered with 
Armstrong linoleum. 

Each apartment has a Security 
gas furnace controlled by a Minne 
apolis-Honeywell solenoid gas valve 
and thermostat. Other products 
used include General Electric re- 
frigerators, Well-Built gas ranges, 
Curtis Silentite windows, Ro-way 
garage doors, and Crane plumbing. 

Black-top paved alleys _ bisect 
both sections of the development. 
On either side of these alleys are 
children’s playing areas, laundry 
drying areas, brick incinerators, 
and the parking areas and garages. 

The grounds were landscaped 
and seeded and trees and shrubs 
were planted in suitable locations 
around the grounds. 
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e@ Hempstead Brook Gardens 
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HE charge that the building in 
A dustry is able to build only for 
the upper income groups has seem- 
ingly been disproved by a new de- 
velopment called Hempstead Brook 
Gardens in Long Island. Builders 
of these new “economy homes” are 
N. K. Winston and Associates of 
New York City. The new homes 
offer some exceedingly attractive 
features at carrying charges of only 
$62 a month and a down payment 
of only $90. 

The first of 305, which is the 
prototype for the development, has 
an area of 1000 square feet, com- 
posed of four rooms and provision 
for expanding two additional rooms 
on the second floor. 

There will be three different ex- 
terior designs placed on individual 


e@ Morton 
Grove 


Development 


O* a building site that was once 
a cornfield, Hemingway 
Homes, Inc., of Oak Park, Illinois, 
has recently completed the Morton 
Grove residential development. 
This half-million dollar housing 
project consists of 29 one-and-a-half 
story homes erected on either side 
of a tree-lined avenue which ex- 
tends for two blocks in Morton 
Grove. 

The homes, which are in the 
$12700-$14250 price bracket, meas- 
ure 26 x 33 feet and are built on 45 
x 124 foot lots. There is an ease- 
ment for an alley in the rear, but 
this extra space probably will not 
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lots of 60 x 100 feet. A large variety 
of exterior materials will be used to 
provide some interesting alternate 
designs. Three models will mirro1 
the California influence in archi- 
tecture and another will follow the 
New England tradition. The new 
“Economy Home” will sel! for 
$8390 with mortgages insured un- 
der FHA. 

Ihe interior features of the home 
includes a_ scientifically planned 
kitchen with a breakfast nook, gas 
range, Formica sink top, and stor 
age cabinets. The bathroom fea- 
tures Linotile walls. Kentile floor- 
ing covers every room in the house. 
Ihe house is completely insulated 
and weatherstripped. Copper coil, 
hot water radiant heating plants 
are to be installed in the homes. 


be used for a public thoroughfare. 
Those purchasers who build gar- 
ages will have access from the side 
thereby leaving the extra land on 
the rear for their own use. 

All exteriors are constructed of 
brick, but the color scheme of the 
brick as well as the color of the trim 
of the homes is varied so that no 
two homes are alike. Fundamental- 
ly, the same floor plan is used for 
every house. 

The features of these two-bed- 
room homes, which have provision 
for a third bedroom in the one- 
and-a-half story design, include 
built-in cabinets in the kitchen, 
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One of the unique features of the 
home is a novel indoor-outdoor 
garden which brings part of the 
front yard into the living room by 
making use of a stone bordered 
flower bed placed half in the living 
room and half in the front yard. 
The two sections are separated by a 
floor to ceiling picture window. 

An innovation which allows flexi- 
bility of room arrangement is the 
other unusual feature. A leather- 
ette Modernfold partition connect- 
ing the living room with the all 
purpose room folds back into the 
wall from both sides of center just 
as draperies fold back in front of a 
window. The room created by re 
moval of this partition is about 
thirty feet long. The partition is 
indicated in the floor plan above. 





built-in sink with linoleum counter 
top, and full basements equipped 
with gas or oil-fired warm air fur 
naces. 

A thorough and an effective sell- 
ing campaign was employed by the 
Hemingway Organization. For ex- 
ample, one of the earliest, most 
satisfied buyers acted as an enthusi- 
astic sales representative for the 
company and paved the way for 
many sales. Another indirect, 
though fresh and firmly based idea, 
made use of complete, written in- 
formation placed in the hands of 
the personnel men of the surround- 
ing industries. 
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Flooring Problems 
in the Basementless House 


A construction cost-cutter, the basementless h 


d favor with 





se has g 


buyer and builder, but it presents problems. Moist humid air trapped 
below the floor causes a moisture condensation on the framing and floor 
construction which ultimately results in decay. At the request of the Journal 
the Asphalt Tile Institute here suggests do’s and dont’s in basementless 
house construction and discusses the advantages of tile applications 


ARRIED by high construction costs and facing 

the mounting resistance of a careful buying 
public, many builders are turning to basementless 
houses to cut costs. 

Recent experiments by the Housing and Home 
Finance Agency indicate that a 5 to 10% saving can 
be made in construction costs when basements are 
omitted. HHFA figures show that this type of con- 
struction produces a house to sell for $6,875 that 


10 August, 1949 


would otherwise cost $7,600. The saving comes in the 
elimination of excavation and basement walls. 
Experimenting with model homes, HHFA engi- 
neers substituted a 11 x 12 foot first floor utility room 
for the conventional basement. Denying the conten 
tion that a basement was needed for storage space, 
HHFA pointed to the utility room’s 45 square feet 
of clear area. Scotching the claim that basements are 
needed to keep a house dry and warm, HHFA tech- 
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nicians claimed equal performance from improved 
asphalt tile. 

Ihe trend toward basementless houses is spurred 
by buyers as well as builders. With a growing recog 
nition that many of the services now performed by 
basements could be more easily, more efficiently done 
in ground-level rooms, manufacturers of heating, 
laundry, and other equipment are concentrating on 
compactness in their products. 

But with all the advantages of the basementless 
house come new construction problems. Moist humid 
air trapped below the floor of basementless houses 
causes a moisture condensation on the framing and 
floor construction. This condensation, together with 
high temperatures found in the enclosed space, results 
in decay which in turn leads to sill and joist failure 
and sagging floors. 

In order to eliminate moisture condensation, ade- 
quately ventilated crawl spaces must be made. Open- 
ings cut in the walls of these spaces should be a total 
of 5 to 7 square feet for an average-sized house. The 
openings should be well distributed with at least one 
near each corner of the different walls to allow for 
air circulation. 

Wood sub-floors should be of double construction 
and of sufficient structural strength to carry intended 
loads without deflection. The surface should be well- 
seasoned, kiln-dried tongue-and-groove flooring not 
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over 3 inches face width, top-nailed and toe-nailed. 
The surface flooring should be sanded to a uniform 
smooth surface and have no cupped or springy boards. 

If concrete is to be used for the basic foundation 
flooring, the following essential should be kept in 
mind: 

1) Good drainage, a 4-inch fill of coarse washed 

gravel or crushed rock under the floor slab. 

2) A vapor barrier, consisting of a Y-inch rigid 
asphalt board or reinforced duplex paper with 
asphalt center, over the fill and extending to 
the outside edge of the floor. 

At least two inches of rigid waterproof insulation 
along the exposed edge of the floor and extend 
ing 2 feet under it. 

Because of the moisture and alkali content of the 
concrete slab the use of aphalt tile has become a 
popular floor covering in basementless homes. The 
tile, a thermoplastic material, however, requires care- 
ful preparation of the sub-floor. The foundation 
should be smooth, sound, firm, and free from springi- 
ness. Because the tile will follow the contours of the 
underfloor, all irregularities must be removed first. 

The new concrete sub-floor should be trowelled to 
a smooth plane surface, made free of score marks, 
grooves or depressions, scraped clean of all foreign 
matter, and brushed. It is important to remember that 
installation of the tile should not begin until all 
other work, including painting, has been completed. 

The asphalt tile adhesive is applied in a thin film, 
and spread even with a finisher'’s trowel of the type 
recommended by the manufacturer. Starting at the 
center of the room and working outward toward the 
walls the tile is fitted into place so that the border 
width adjusts to the run of the tile. Borders are 
scribed to the wall, cut, and fitted in place after the 
tile is applied. Asphalt cove-base must not be applied 
until the plaster or backing material is thoroughly 
dried. 


Standing objects, such as radiators, should not rest 
directly on the tile, but should be set on small pieces 
of metal. After heating the tile with a blow torch, a 
hole the same size as the metal insert can be cut and 
the metal disc put in place. 

When the asphalt tile has sufficiently seated itself 
to permit cleaning and waxing, the floor should be 
thoroughly cleaned with a neutral cleaner. All rooms 
and sub-floors should be maintained at a minimum 
temperature of 70 degrees for at least 24 hours before, 
during, and after application of the tile. 

A square edge or butt-type edging should be fasten 
ed to the sub-floor to protect the edges of the tile, 
and prevent tripping. 


An old floor is being repaired and smoothed prior to 
installation of asphalt tile. Adhesive is applied lightly 
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Asphalt tile applied to wood flooring 
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Asphalt tile applied to concrete 














Does the difference in meaning between “and” and “or mean 
much to you? The law says there is a different estate created by 
interposing one or the other of these words between the names of 


the first devisee and his heirs. 


And if a tenant catches a cold or 


pneumonia in an unheated apartment, our legal expert tells the 
causes of action if the lease specifies heat, backed up by decisions 


By GEORGE F. ANDERSON 


TINHE little word “or” can be a 
big “Devil.” I can see you at 
your desk, dictating a will to a 
plump, blonde stenographer, with 
her legs, not her fingers crossed. 
“My six flat I give to my wife for 
life, and on her death to my son, 
John ‘or’ his heirs.” Just a minute. 
Did you really mean “or?” Did you 
not mean “and?” Isn't it the same 
thing? No, not by any means. 

The word “and” would give John 
an estate in fee simple remainder 
on the death of his father. The 
word “or” would give John a con 
tingent remainder conditioned by 
his surviving his mother. 

In the case of Ebey vs. Adams, 
135 Ill. 80, the court said: “Mr. 
Redfield says: “There is also a 
class of cases, somewhat numerous, 
where the word ‘or’ is interposed 
between the name of the first lega 
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tee or devisee and the heirs of such 
person, as to A or his heirs forever 
or in tail, in regard to which there 
has been considerable discussion, 
and where there does not seem to 
be perfect coincidence. Some of 
the earlier cases, where this occurs, 
incline to treat the variation from 
the usual form of creating such 
limitations as merely accidental, 
and as not being intended to create 
any different estates. The cases 
where the word ‘or’ being inte1 
posed between the name of the first 
devisee or legatee, and his heirs, has 
been held to indicate the intention 
of substituting the latter in place 
of the ancestor, are numerous, and 
being more recent, as a general 
thing, and more in consonance with 
the words used, must be regarded 
as defining the most reliable rule.’ 
Redfield on Law of Wills, 486.” 
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Senne form of a lease for a 
4 steam heated apartment pro 
vides that the landlord is to keep 
the premises heated, and a failure 
on his part to do so is not only an 
eviction, but it is a violation of 
contract, and if the tenant catches 
a cold or pneumonia or other ill- 
ness including death, the landlord 
is liable for damages. Since this 
duty is not imposed upon the land 
lord by law, but taken upon him 
self, by contract, difficulty or even 
impossibility is no excuse. 

But the agreement to furnish 
heat is usually followed by a claus« 
exempting the lessor from liability 
for failure to do so. This clause 
will not protect the landlord inso 
far as affirmative negligence is con 
cerned,and not in all cases of pas 
sive negligence, and so it is only a 
limited protection. 

The ordinary form of Owner's 
Landlord and ‘Tenant's Liability 
Policy will not protect the land 
lord, because it only covers ac 
cidents and illness arising from in 
sufficient heat, and is not consider 
ed an accident. If the landlord 
wishes to protect himself against 
the situacion, he will have to take 
out what is known as a Compre 
hensive Policy. 

Fortunately for the landlord the 
liability does not continue after h¢ 
has sold the premises. The danger 
is remote when the landlord is a 
careful and conscientious person, 
but if the building gets into the 
hands of a thoughtless, shiftless 
owner, no one can predict what 

av happen. 

In the case of Revel, Admr. vs. 
Butler, $22 Ill. 337, the court said: 
“By the transfer to Mrs. McIntosh 
of the revision under the lease to 
tornholdts all the rights and lia 
ilities as between the parties to 
the lease, based upon privity of 

tate, were terminated and Butler 
could not thereafter be hela liable 
or Mrs. Mctintosh’s failure to sup 


ply heat to the apartment occupied 
by Bornholdt. In ‘Tiflany on Land 
lord and Venant (vol. I, sec. 148 
it is said: ‘Upon a transfer of the 
reversion, whether by voluntary act 
or by operation of law, the trans 
ferer ceases to be the landlord, and 
the privity of estate between him 
and the tenant thus coming to an 
end, he can no longer assert rights 
against the tenant based thereon 
nor be subjected to liabilities in 
that regard.” 

This is rather unusual, because 
as a general rule, the assignor of a 
contract remains liable under the 
same. 
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A hinged lid lifts from the bottom step to 
show storage space for cumbersome boots 





: : iad e ae Here are two views of a cylindrical rotating closet with 
Convenient sliding racks and narrow shelves in this linen closet large drawers, wardrobe-hanging facilities, and a drop- 
make any house more salable. Sliding doors close off closet area front dressing shelf. There is room for shoes, hats 


Visual Ideas to Help Sell 


@ Here is a pictorial presentation of ideas which will give your houses eye-appeal. 
Most of them are simple and inexpensive, but they add salability 











. 

‘ 

g 

Fi 
Looking like a storage compartment, this slide-in bed This is a handy cupboard area with shelves, drawer space, 
utilizes the space under the stairway (shown by the dotted bins and a rotating shelf for added space, all within easy 
line). Deep drawers above hold heavy sports equipment reach of the stove. This cooking area is a “buying” reason 
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Expediter Woods 


(Continued from page 27) 


(4) Where a tenant is taking in sub-tenants who 

are paying him. 

I also want to point out that our local offices will 
give any landlords an estimate of the increase he may 
obtain in rent for improvements or increased services 
before he spends a cent. 


7) Isn’t it true that rent control contributes to the 
present shortage of housing by curbing the construc- 
tion of new rental units? 


New construction is not under rent control now, 
has not been under control for two years, and, as far as 
I am concerned, it will not be placed under rent 
control at any time. Furthermore, I should like to 
point out that more dwelling units were put under 
construction last year than at any time since the peak 
year of 1925. Following is a table of the number of 
non-farm dwelling units started since 1920, according 
to the Bureau of Labor Statistics: 


1920 — 246,000 
1925 — 937,000 


1945 — 209,300 
1946 — 670,500 
1947 — 849,000 


1930 — 330,000 1948 — 931,300 


1935 — 221,000 
1940 — 602,600 


8) What is your estimate of new rental construction 
for 1949? 

The best available estimate of new construction is 
that made by the Bureau of Labor Statistics. BLS 
estimates that 875,000 units will be started this year. 
If there is the same proportionate number of rental 
units started in 1949 as last vear, this will result in the 
construction of approximately 150,000 rental units, 
a number far below the need for rental construction. 
(Last year, 931,000 dwelling units were started. 163,000 
were rental units; 17°% of the total.) 


9) How near do you think this will come to meeting 
the actual demand — need plus ability to pay? 

\ nation-wide survey of the demand for all types of 
housing was made by the Joint Committee on Housing 
of the 80th Congress. Their report stated that there 
was “the need for an average rate of homebuilding 
over the next 12 vears of about 1% million units a 
vear.”” Early this year we secured estimates of the need 
for rental housing in 91 cities with a population of 
100,000. The estimates were secured from city officials, 
real estate boards, employers, civic organizations, hous- 
ing authorities, veterans’ organizations, and other re- 
sponsible, local sources. A total of their more conser 
ative estimates showed an immediate, unfilled need for 
more than one million dwelling units in these 91 cities 
alone. And these were the needs of families who were 
looking for a place to live and who apparently had the 
money to pay their rent. 


10) What can you tell us about the complaints filed 
against builders for violations of the Veterans Emer- 
gency Housing regulations? 


Up to the middle of June, 1949, settlements had 
been made on such violations on more than 7,500 
dwelling units. The adjustments on these units 
amounted to nearly $1,600,000. Alleged violations on 
8,000 units are now in the process of settlement, with 
5,600 units now under investigation. 


11) What advice would you give to builders planning 
a project of homes for sale or for rent? 

At the present time, it appears that the greatest 
market is for homes under $10,000. In spite of the high 
costs of construction, I am convinced that good, sound 
homes can be built in this price range. But in order to 
do so builders must use the remarkable ingenuity 
which has been displayed in the past in the building 
industry. New materials must be utilized. New meth- 
ods of construction must be developed. Excessive 
middle-man profits must be eliminated. 


12) What do you think the building industry needs 
most today? 


I think the industry needs more than anything to 
avoid letting itself be talked into a “slump.” It is true 
that the demand for expensive buildings is falling off, 
and that costs are high. But there is a tremendous 
market which has not been touched, as I indicated in 
the statement above. In order to build for this market, 
the industry must (1) do everything possible to revise 
antiquated building codes, (2) overcome prejudice 
against the use of new and different materials, and (3) 
replace out-moded construction practices with more 
efficient methods. 


Note: Immediately after learning that Judge Elwyn 
R. Shaw of Chicago had ruled the 1949 Rent Control 
Act unconstitutional, the Journal asked Mr. Woods 
three additional questions on the ruling. 


How long do you estimate it will require to get the 
U.S. Supreme Court opinion on the constitutionality 
of the 1949 Rent Control Act? 

As you know, the Supreme Court is in recess until 
October, so obviously there could be no decision be 
fore then. How soon it will be after that is anybody's 
guess. It will depend to some extent on the time when 
the case reaches Court — assuming that it does. At 
present it has not been decided whether an appeal 
from Judge Shaw’s ruling will be taken direct to the 
Supreme Court or through the usual channels of the 
Circuit Court of Appeals. The decision is for the Jus 
tice Department to make. 


In the event the law is declared unconstitutional, 
does that void rent ceilings? 

Yes, in the absence of new legislation to meet the 
situation. 


In your opinion, what will be the outcome? 
We are confident, of course, that the Act will be 
sustained. 


Clinic Offers 


(Continued from page 35) 


sheathing is ventilated to keep condensation from 
forming and temperature down. This is done by leav- 
ing a screened opening around the planchier of the 
entire building. 

One of the features of the clinic is Mr. McKay's ex- 
pandable design. An area about fifty feet deep at the 
rear of the lot can be used to expand the clinic by 
omitting the rear examination rooms, lengthening the 
corridors into the new portion. 

Materials used in construction include: Minneapolis 
Honeywell regulator system, Square D electrical equip- 
ment, American Standard and Kohler plumbing, 
Weverhaeuser lumber, Martin-Senour and Sherwin- 
Williams paint, New London birch slab doors, 
Masonite counter tops. 
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By BERT V. TORNBORGH, CPA 


REN TAL HALF of double house 
was subject to repairs between ten 
ancies. Court affirmed that tax 
payer was entitled to deduct the 
cost of such repairs. 


* * * 


REAL ESTATE was taxpayer's 
principal business, found the Court, 
and therefore disallowed claimed 
deductions for expense of getting 
job for introducing a plan of con 
sumer control of production and 
exchange. These efforts, said the 
Court, were in the realm of a hobby 
or scientific study and the attendant 
expense not an allowable deduc 
tion. 


LOGGING AND LUMBER 
company became inactive in 1939, 
thereafter leasing out its mill and 
equipment and selling its timber to 
a principal stockholder. Surplus ac- 
cumulated without being distrib- 
uted. Treasury imposed “section 
102” surtax as penalty for improper 
accumulation of surplus (presum 
ably to avoid taxation of dividends 
in hands of the stockholders). Com 
pany contended the accumulations 
were needed for reentering the 
lumber business but Court rejected 
this and upheld imposition of the 
surtax. 


* . * 
DEPRECIATION RATE of 3% 
m building cost was allowed by 
Treasury but on evidence presented 
by the taxpayer the court said 4°% 
was more appropriate. 
. . . 


COST OF REMOVING BUILD 
ING was properly deducted by a 
taxpayer who razed a building so 
as to convert part of the plot into a 
parking area. This taxpayer fur 


nished proof before the Tax Court 
that the entire property was origin 
ally acquired for the purposes of 
copversion into a public market 


APARTMENT BUILDINGS 
deteriorated during the war, claim 
ed taxpayer, and as a result in 
creased charge-off should be in 
order. However, this claim for ac 
celerated depreciation was not al 
lowed due to lack of specific proof 
that the buildings were really com 
ing to the end of their useful life. 


* * * 


LEASE FROM WIFE to tax 
payer, on property owned by her, 
gave rise to question of how to 
amortize improvements made on 
the property. One alternative was 
to write them off over the life of the 
lease, another over the life of the 
building. Court approved the latter. 

In this same case expense of mov 
ing office from first floor to a mez 
zanine or balcony floor was held to 
be capital outlay, thus not deduct 
ible. 

* . . 

VIOLATION OF CHILD LA 
BOR PROVISIONS of the Walsh 
Healey Public Contracts Act may 
cause the Government to crack 
down and collect “liquidated” dam 
ages. Payment of such liquidated 
damages does not give rise to an 
expense deduction for income tax 
purposes, ruled Tax Court in re 
cent case. 


INADEQUATE RECORDS 
were maintained by a_ taxpayer, 
making it necessary for Treasury 
to “reconstruct” his income from 
bankbooks, brokerage records and 
other available data, which ap 
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proach the Court sanctioned. In ad 
dition, fraud penalty was also im 
posed. 


INDIVIDUAL ‘TAXPAYER 
sold orange grove and equipment, 
claimed net operating loss deduc 
tion. Court found that the entire 
property was sold and the business 
abandoned, ruled loss was there 
fore not incurred in the operation 
of a trade or business, hence not 
deductible. 


PAXPAYER UNCONDITION 
ALLY CONVEYED a business to 
his wife, and he was retained as 
manager. Appellate Court reversed 
the Tax Court in now holding the 
husband not taxable on the income 
from the business 


ACCOUNTING METHODS 
were issued in recent case where a 
joint venture, on cash basis, was en 
gaged in Government construction 
work. Treasury arbitrarily changed 
an accrual-basis participant in the 
joint venture so as to reflect his in 
come on the basis of costs being re 
allocated to each of two tax-years 
in same ratio as the percentage of 
contract price received in those 
vears. Court held this in error, 
found that the income of the joint 
venture could very well be deter 
mined accurately on the cash basis 
that it used. 

. . . 

SALE OF BUILDING at a loss 
did not result in a net operating 
loss carry-over where it did not ap 
pear that the loss was attributable 
to a trade or business. An active 
realtor could take such a loss carry- 
over, but a casual investor cannot. 
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THOROSEALING YOUR MASONRY 
TO KEEP WATER OUT 
OF THE WALL- 


wT Ui. 





MAKES NEW FRIENDS 
AND CUSTOMERS 


ALWAYS RECOMMEND 


THE THORO SYSTEM 


WATERPLUG . . to Stop the leaks 


THOROSEAL. to fill & seal the surface 





QUICKSEAL . for a beautiful finish 


You'll make a true friend of your customer if you spe- 
cify The THORO System on his masonry throughout. 
The THORO System has been gaining friends and 
more friends, for over 35 years until today it is known 
as the only real way of protection against rain and 
dampness that cause interior plaster problems and 
costly expense to the owner. The long-time users of 
THORO System products will advise there is only one 
protective solution to a water problem THE 
THORO SYSTEM. Order through your Lumber and 
Builders’ Supply Dealers. 









Get our 20-page brochure, pic- 
torially describing, in detail, 
“How To Do It.” It’s yours for 
the asking. — No. 140. 


Standard Dry Wall Products 


BOX X, NEW EAGLE. PENNSYLVANIA 





PRODUCT PROGRESS 





House While You Wait 

A new prefabricated home, the Master Home, by 
the Gunnison Company, New Albany, Indiana, can be 
built in less than half an hour. Complete with modern 
kitchen cabinets, heating equipment, plumbing, etc., 
the Master Home is sold in three sizes ranging from 
two bedrooms and a bath to three bedrooms, dining 
room, and bath. 

The homes retail from $6,800 to $8,300 (not in- 
cluding lot), and when the interchangeable panels 
have been assembled, a coat of paint is all the dealer 
has to have applied. 


New Flooring Material 

\ new hardwood flooring material made of hard- 
wood fibres treated with plastic, creates a fire-, rot-, 
termite-, and water-resistant low-cost flooring. Called 
Roc-Wood by its manufacturers, Roc-Wood Floors, 
Inc. of Chicago, the flooring material, which comes in 
a unit covering 90 square feet, is laid with a trowel on 
a smooth or rough cleaned floor surface to a thickness 
of at least 3/16’s of an inch. After the drying time of 
tess than four hours the resulting grained hardwood 
floor can be given a high polish. 


Scientists to Mix Paint by Sound 

One of the old vexes of the paint manufacturers, the 
settling of the heavier matter in the bottom of cans, 
may be solved by Sherwin-Williams research chemists. 
High frequency sound waves inaudible to the human 
ear are being used to try to place in lasting suspension 
the paint pigments and vehicles. Reports portend 
future success, and there are indications that other 
paint problems may be eliminated by the sound 
method. 


Sliding Glass Block Window 

A glass block window with a sliding vision strip 
sash has been developed by the American Structural 
Products Company, a subsidiary of Owens-Illinois 
Glass Company. 

The new window is adaptable to any opening, 
large or small, and is rigid enough to provide its own 
lintel. Frames are shipped completely assembled, 
ready for glazing and installation of the glass block. 

Glass block windows can be used singly or in multi- 
ples. When they are installed in groups, the jambs 
act as mullions, eliminating the need for additional 
intermediate structural members. 


Ten New Types of Pease Homes 

Ten new types of prefabricated homes, called Pease 
Fabricated Homes, have been added to the line of 
Pease Woodwork Company, Cincinnati. Houses avail 
able are two- and three-bedroom types, ranging in 
size from 792 to 1084 square feet. 

The homes are built according to five basic plans, 
the remaining five differing only in the inclusion of 
basements. In the basementless houses, a utility room 
is included, while the homes with basements have this 
extra space for a dining area. Interior partitions can 
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be moved or omitted because roofs and ceilings are | 


supported by trusses. 


Package prices include the exterior wall and gable | 


panels, interior partitions and roof trusses completely 
assembled. Roof sheathing, asphalt shingles, asbestos 


siding, oak flooring ceiling insulation, and — 


board or lath for walls and ceilings are furnishe 
aged but not applied. 


New Keystone Aluminum Screen 

A new all aluminum “frameless tension” screen has 
been announced by the Keystone Wire Cloth Compa- 
ny, Hanover, Pennsylvania. Supplied with width and 
height measurements, dealers can offer a complete 
screen package for installation by the home owner. 

Designed for double hung windows, the screens are 
snapped on the upper blind stop and drawn taut at 


pack- | 


the sill with a thumb screw. Tension is maintained on | 
the sides by a five strand selvage edge, and a special | 
“free floating” sill bar at the bottom corrects out-of- | 


square sills. 


Park Lane Cabinets 

A new line of medicine cabinets, called Park Lane, 
has been added to the products of the Bennett Manu- 
facturing Company, Alden, New York. Equipped with 
18 x 11% inch fluorescent bulbs, the cabinets are fabri- 
cated from Bethlehem corrosion resisting steel. 


The new Park Lane models have chrome plated | 


brass light brackets, built-in ballasts and starters, elec- 
tric razor outlets, and a choice of either a 16 x 14 or 
18 x 26-inch mirror. The all-welded, one piece cabi- 
nets are factory wired for installation. A removable 
terminal box cover is located at the top of the cabi- 
nets; the ballast box, at the bottom. 








Greater Value 


at 
Lower Cost 


By economical, streamlined modular construction, 
Pollman Homes offers new low costs in a wide 
variety of attractive factory-built homes. Dis- 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi- 
enced craftsmen, increases the prestige of their 
subdivisions. For further information, write to 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, OHIO 

















GLO-SEALED 
“NAME-LITE” 
PROFESSIONAL MARKERS 


a 





5 
R.M.HENDERSON 


1 \ ie 8 


INSURANCE 

OUTSTANDING FEATURES 

* Frame, all aluminum, satin-finished for lifetime 
durability. 

* Background, sheet aluminum with wrinkle finish- 
enamel surface. 

* All letters are glossy white, 3” high, visible at 
200 feet. 

* Letters covered with “Name-Lite” making name 
alive at night when car lights shine upon them. 

% Your full name on BOTH sides of marker, visible 
day AND night. 

* PANELS... (REAL ESTATE) on both sides, 
visible day and night. 

* Brackets are sturdy strip steel finished in glossy 
black. 

* Equipped with eye bolts and lag screws, ready 
for hanging. 

* Length of marker, 31” . . . Height, 6”. . . Bracket, 
86”x12”. 

% Size of Panel . . . (REAL ESTATE) is 4”x28”. 


IMMEDIATE DELIVERY, PREPAID PARCEL POST IN U.S.A. 
a a er ee ee 





Bracket $ 3.75 
Marker 9.95 
Panel 2.50 





Total $16.20 
Add 242% Sales Tax in California. Sorry, no C.O.D.’s. 
Also panels to cover PUBLIC ACCOUNTANT, TAX 
CONSULTANT, NOTARY PUBLIC, OFFICE 
ARROW. $2.50 each. Add 214% sales tax in California. 
HOW TO ORDER 
Marker is 30” net, inside. Limit names to 14 spaces. 
Punctuations are 1” wide. Letters M and W, 3” wide. All 
other letters, 2” wide. 
If not entirely satisfied, return complete si 
days and your money will be refunded in full. 


CUMM-LYNN CO. 


2350 E. SPRING . . . LONG BEACH, CALIF. 


within 5 
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Survey Shows 


(Continued from page 29) 


catalogued and listed here in order 
of their frequency: “completely or 
custom landscape,” “recommend 
landscaper or nurseryman,” “grad- 
ing and seeding or sodding,” “fur- 
nish plans,” “furnish shrubs and 
trees,” “do rough grading.” Other 
answers explained that they give 
cash allowances, hire professional 
advice. 

Detailed questions regarding con- 
struction, and their answers follow: 

“What types of construction are 
most favored in your area?” An- 
swers: frame, 73.2°%; brick, 19.8°%; 
brick and stone veneer, 19.2%; 
stone, 6.1%; others, 14.47%. (Be- 
cause builders filled in the answers 
to this question, it is probable many 
of those answering “brick” did not 
mean brick masonry, but may have 
meant brick veneer. These answers 


total more than 100% because some 
indicated two preferences.) 

“Which type of foundation wall 
do you use or prefer?” Answers: 
poured concrete, 54%; concrete 
block, 38.9°%; brick, 8.1%; cinder 
block, 3.8°,, and tile, 1.2%. (Sev- 
eral preferences checked.) 

“To what extent do you believe 
insulation is necessary from a sales 
standpoint?” Answers: ceilings only, 
52.2%; ceilings and side walls, 
35.2%; none, 12.6% 

“What wall finishes are you now 
using?” Answers: painted plaster, 
63.89 ; wallpaper, 45.19%;  wall- 
board, 20.7%; wood paneling, 
16.8%; plywood, 7.1°%. 

“Do you provide termite protec- 
tion?” “Yes,” 50%; “No,” 50%. 

To shed light on the question of 
panel heating and hot water heat- 
ers, the following results were ob- 
tained: 

“Do vou use or plan to use radi- 


NATIONAL REAL ESTATE SECTION 


FOR SALE — VIRGINIA 

(Broker’s co-operation invited ) 
Specializing in the sale of Colonial Homes and 
Plantations in all sections of Virginia. G. B. 
LORRAINE, Law Building, Richmond (19), Va. 


REALTORS 
Your Cooperation — PLEASE! 








FOR SALE 


2 Stock Ranches 
In Northern California 
* * * 


8,000 Acres 
Close to County Seat 
A 4-way Investment in 
Cattle 
Subdivision 
Redwood Timber 
Sportsman's Paradise 


Price: $20 per acre 
* + * 
16,000 Acres 
Low Elevation — No Snow 
Near Railroad 
Price: $6.50 per acre 


** * 


RICHARD FLEISHER 


SCOTIA, CALIFORNIA 
“In the Redwood Empire” 





SOUTHEAST MISSOURI’S Most Modern Tour- 
ist Court and Cafe. $40,000.00, with terms 
ERMER J. GARNER, Realtor, Bloomfield, Mo 


METAL SIGNS 14° x 20’, $.46 Each 
REALTORS SIGN SERVICE 
x 1022 Greenville, S. C. 


__Training ror— 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. Approved. On-The- 
Job Trainees can take either course. 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 





15 E. Pershing Rd. Kansas City 8, Mo. 
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NEED REAL ESTATE 


SIGNS 


FoR SALE 


«Gleason 
PARADISE GREEN CENTER 
STRATFORD 
14151 15333 














WRITE DEPT. R.E.J. 
FOR COMPLETE DETAILS 








“WE SIGN THE NATION’ 


1702 West 19th Street Chicage 8, Tl 








ant panel heating?” The answers: 
“No, 73.7%; “Yes,” 26.3%. 

“Do you furnish an automatic 
hot water heater in the houses you 
build for sale?” Answers: “Yes,” 
98.7%; “No,” 1.3%. 

In answer to the question, “What 
is the minimum size for a kitchen?”, 
readers’ answers averaged 8.74 feet 
by 11.38 feet, and the “most desir- 
able size” averaged 10.4 feet by 
13.56 feet. 

When asked, “For sales appeal, 
should kitchen walls have special 
finish?”, the answers were: “Yes,” 
73.6%; “No,” 26.4%. When asked 
what type of finish readers preferred 
to use, the answers were: tile, 
10.3%; linoleum, 35.59%; composi- 
tion tile, 25.99%; washable wall 
paper, 25%; metal tile, 18.2%, and 
structural glass, 6.7%. 

Minimum size for bathrooms 
averaged 5.5 feet by 7.5 feet, and 
the “most desirable size” averaged 
6.6 feet by 8.5 feet. 

“What additional bathroom fa- 
cilities (besides principal bath- 
room) do you consider necessary to 
aid sales?” Answers: first floor lava- 
tory, 94%; extra bath on second 
floor, 42%; basement lavatory, 
26°>; one bath for each bedroom, 
ty 
Bathroom wall finishes preferred 
were the following: ceramic tile, 
59.69%; plaster, 30.1%; composition 
tile, 19.2%; metal tile, 14.7%; wash- 
able wall paper, 10.2°%; structural 
glass, 5.8%. 


Finding Prospects 


(Continued from page 30) 


your prospect to the best of youn 
ability or conscientiously endeay 
ored to dispose of his property, he 
will be impressed by your sincerity 
and very often try to give you some 
business to offset the fact that you 
failed to complete a_ transaction 
with him. Be pleasant and helpful 
and leave even a small deal in a 
friendly manner. Another piece of 
unexpected business may result. 

When you have been successful, 
keep up your contact with your 
old clients. Remember to thank 
them. Remember birthdays and 
anniversaries. Inquire how they are 
getting along when you are in their 
neighborhood. If you are a friend 
as well as a salesman, they will fur- 
nish you many valuable leads. 

If you are offering a_ property 
for sale, a neighbor may have a 
friend or relative he would like to 
have in the neighborhood. Or the 
neighbor who is renting may decide 
to become an owner. Neighbors are 
a source of good business. 
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Russell H. Phelps, realtor-builder of Binghampton, New 
York, is a graduate of Wheaton College, Wheaton, Illinois, 
and a veteran of World War Il. He is president of Phelps 
Homes, Inc., secretary-treasurer of the Broome County Real 
Estate Board, a member of the New York State and National 
Association of Real Estate Boards, the New York State Soci 

- ety of Real Estate Appraisers, the Institute of Real Estate 
Brokers, Binghampton Chamber of Commerce and Rotary 
Club, and also represents the landlords of his community 
as a member of the area Rent Advisory Board 


“PERFECT HOME MAGAZINE IS AN EXCELLENT 
MEDIUM FOR REACHING KEY PEOPLE,” 


Says New York Realtor-Builder 


“We are extremely pleased with the reaction of our readers to the Perfect Home during the 
past year,” says Russell H. Phelps, realtor-builder of Binghampton, New York. “So many 
people have asked us to mail them this magazine that we are increasing our circulation for 
the next twelve months. 

“The Perfect Home adds a certain touch of finesse to our public relations program and 
we consider it an excellent medium for reaching key people in our community. 

“Recently a single copy of The Perfect Home, located on a doctor’s waiting room stand, 
was read by five different people within an hour. Many of the ideas featured are of interest 
to all members of the family. 

“We count it a privilege to enjoy The Perfect Home franchise.” 

Enthusiasm such as this from Mr. Phelps and other blue ribbon users of The Perfect 
Home is understandable if you have read any issue of this monthly prestige-builder. It is 
alive with ideas, authentic articles, new information on homes. This magazine is edited to 
be its sponsor’s own publication. The sponsoring company’s name appears as the publisher 
on the front cover page, and the back page lists the leading, reliable local building factors 
who join the sponsor in publishing it. So well does The Perfect Home tell the sponsor's 
story, that readers frequently congratulate him for his fine editorship. 

Because it is edited only for leaders in the field of real estate, home building and home 
financing, the publishers of The Perfect Home exercise more than normal care to be sure 
the franchise for its use is placed only with the leaders. These franchises are exclusive, an- 
nual, renewable. 

The cost of sponsoring The Perfect Home is nominal. Under The Perfect Home Plan, 
editorial preparation, photographic, art and typography costs are shared among its users 
throughout the nation. Local reproduction and mailing costs are in turn divided among the 
selected firms who sponsor ic. Collectively, these firms, thus establish a strong force for local 
home ownership, for prestige and quality that no one of them could do individually. 

A limited number of franchises for the use of The Perfect Home is still available. If you 
are interested, please address your inquiry to 


STAMATS PUBLISHING COMPANY CEDAR RAPIDS, IOWA 











DO YOU NEED 
Real Estate 


SIGNS 


When You Do, Always 


BUY THE BEST 


They Cost No More Than 
Ordinary Signs—and They 
Give You More for Your 
Money. 


IT WILL PAY YOU TO ALWA‘’S 
Tf!) 











1 [] omember he Name 


HIGH 
QUALITY 





















Largest Exclusive Manufacturers 
of Real Estate Signs in America 





SEND FOR LOW PRICES TODAY 


NOTE: Use Your Letterhead 
When Writing Us, Please. 





HERMAN SIGN COMPANY 


5353-55 Walsh Street 
St. Louis 9. Mo 





AFFILIATE MEMBER 


Sr. Louts Rea Estate Boarp 




















YR Ted Maenner, hard-work- 
ing president of NAREB, and 


| his wife, a well-deserved vacation 


came to a sudden end August 1. 
Mr. and Mrs. Maenner, starting 
early in the morning for a few days 
of rest at Estes Park, were involved 
in an auto collision a few miles 


| south of Omaha. 


Mr. Maenner, at the last report 
from Omaha’s Methodist Hospital, 
was suffering from a severe concus- 


| sion and a possible intra-cranial 


hemorrhage. Mrs. Maenner re- 


| ceived cuts on the scalp, face and 
| neck, and possible back and shoul- 


der injuries, but was reported in 
“good condition.” 

Two of the four Eastern college 
students in the other car were 
killed, one critically injured. The 
youths were said to have been driv- 
ing all night from Denver and the 
driver of the car had fallen asleep 
when the accident occurred. 


HOSE who preach reduction in 
housing costs should know that 
labor accounts for about a third of 
total building costs. A BLS study of 
new home building in 18 industrial 
areas for 1946-47 showed that the 
labor share of construction was 
highest on the cheapest housing, 
tended to decline as total costs in- 
creased. On a $5,000 house, about 
11% went to labor; for the $10,000- 
and-up group, 31%. 
hal housing starts got a shot in 
the arm in June when they hit an 
all-time high of 100,000. Though 
building got off to a slow start this 
year, BLS figures show that 446,000 
homes were started the first half of 
1949, only 31,200 behind the same 
period last year. But more money 
was spent for building. A record 
total of nearly 8.5 billion was spent 
for new construction in the first 
half of 1949, 4% higher than the 
previous record dollar value put in 
place for the first six months of ’48. 
In New York City, builders start- 
ed 24,586 dwelling units in the first 
six months of ‘49, with a total valu- 
ation of $208 million. This is al- 


most double the 1948 figure, but 
the dwelling units started with 
public funds jumped from 1,880 for 
the first half of '48 to 14,262 for the 
same period this year. 


ROBABLY one of the most sig- 

nificant trends in the field of 
residential construction is the in 
crease in the volume of apartment 
vs. residential building. So far this 
year, 11.7% of the total non-farm 
housing units are apartment units. 
Comparative figures for other years 
are: 9.36%, 1948; 8.31, 1947; 5.60, 
1946. 

Canada’s Rental Insurance Plan 
has given an impetus to apartment 
construction. More loans were ap- 
proved for apartment houses in the 
first quarter of this year than for 
any other type of dwelling unit. 
During the first quarter, apartment 
units represented more than one- 
third of the total approved gross 
loans. In the first quarter of 1948, 
similar approvals only totaled 8%. 


i I'S come in from a few 
communities that landlords 
have taken undue advantage of rent 
decontrol in their localities and, 
consequently, controls will be re 
stored. To date, we've heard of only 
two such recontrol actions, the most 
recent in Pennsylvania where two 
localities are having controls re 
stored. Local advisory boards re 
ported rent increases averaging 
77%. This action was probably due 
to a few landlords who were more 
concerned with pocketing cash now 
than promoting the eventual de- 
struction of rent controls. In these 
cases, the selfish interests of a few 
landlords destroyed the opportuni- 
ties of a majority of owners and 
property managers. 


ITH the upturn in building 

activity this summer, loans by 
savings associations also took an 
upswing. In May, $86 million of 
new construction credit was issued 
by the associations, compared with 
$83 million in April, though it was 
down from the May, 1948 record. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y. 
Picotte Realty, Inc 
120 Washington Ave 


@DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


e@DENVER, COLO 
V. J. Dunton Realty 


0. 
400-10 Midland Sav- 
ings Bidg 


@eKNONXVILLE, 
TENN 
Richard Real Estate 


2 7 arket St 


FOR EXPERT 


@NEWARK, N.J. 
Van Ness Corpora- 
tion, Realtors 


@NEW YORK, N.Y. 
Fass & Wolper, Inc. 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in the 
U.S.A 


@ TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


e@ WICHITA, KAN. 
Russ Prater Com- 


pany 
137 North Main 


APPRAISAL SERVICE 


eCOLUMBUS, OHIO 
— P. Zinn & 


37 North Third St 


@CONCORD, N.H. 
William E. Sleeper 
Realtor - Appraiser 


e iS ORANGE, 


Godfrey K. Preiser, 
M.A.I. — S.R.A. 
1 N. Harrison St. 


@ MINNEAPOLIS, 
MINNESOTA 


Norman L. Newhall, 


519 Marquette Ave 


@ MINNEAPOLIS, 
MINNESOTA 
J. F. Sutherland, 


17 East 24th Street 


od @ NASHVILLE, 
TENNESSEE 
Biscoe Griffith Co 
—Since 1914— 
214 Union Street 
Tenn. - Ky. - Ala 


@ NEWARK, N.J. 
Harry J. Stevens, 
M.A 


478 Central Avenue 


@NEW YORK, N.Y. 
Henry Waltemade, 


Inc. 
369 East 149 Street 


@NEW YORK, N.Y. 
Scientific Appraisal 
Corporation 
7 East 42nd St. 
$200,000 values and 
up onlv 


@ PHILADELPHIA, 
PA. 


Richard J. Seltzer, 


12 South 12th Street 


eST. LOUIS, MO. 
Otto J. Dickmann, 


1861 Railway Ex- 
change Bldg. 


@ TOLEDO, OHIO 
Howard W. Etchen, 


M.A. 
Etchen-Lutz Co. 


FOR IDEAL 
STORE LOCATIONS 


@ ALBANY, N.Y. 
Picotte Realty, Inc. 
120 Washington Ave. 


a tad ORLEANS, 


Leo Fellman & Co 
829 Union Street 


@AUGUSTA, GA. 
Sherman- stematoest 
Realty 


H. F. Bradburn, 
801 Broad Street 


Fidelity Bldg. 
? @OKLAHOMA 

@ BALTIMORE, MD. CITY, OKLA. 
B. Howard Richards, J. B. Klein, Inc 

Inc. 804 Southwest Sec- 
Morris Bldg ond St. Retail, 
Wholesale, Indus- 
tria 
e@CINCINNATI, 

OHIO 

Robert A. Cline, OKLAHOMA 


Tom Pointer Co. 


nec. 
1027 Enquirer Bldg. 304 Local Bide 
@DES MOINES, IA. - LOU we aeO. 


¥ e T. k Co. 
on Investment i818 ae Bia 


a. 
Retail, Wholesale, 


Industrial @SARASOTA, FLA. 
Don B. Newburn 
144 So. Pineapple 
@ KANSAS CITY, Ave. 
MO. 


Moseley & Company 

Retail, Wholesale, 

Industrial 

Suite 1111, Insur- 
ance Exch. Bidg. 


@ WASHINGTON, 
D.C. 

Shannon & Luchs 
Co. 

1505 H Street N.W. 


FOR PROPERTY 
MANAGEMENT 


@ANDERSON, IND. e@DETROIT, MICH 
A. L. McKee, Kamil Management 
C.P.M. Company fi 
Anderson Banking 704 Transportation 
Co Building 


Established 25 years 


e@COLUMBUS, OHIO 
— P. Zinn & 


37 North Third St. 


vale, 


- en. Jr. 
- Bay Street 
@DFENVER, COLO. 


Garrett-Bromfield & onew ORLEANS, 


pany 
Security Building 
@DENVER, COLO. 
Vv. Fa Dunton Realty 


400.10 Midland Sav- 
ings Bidg. 


e TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 

Gardner Building 


@ TOPEKA, KAN. 
Greenwood Agenc 
108 East Seventh a 


FOR FARMS 
AND RANCHES 


@ DENVER, COLO. os a 


V. J. Dunton Realty CAL 

Company California-Nevada 
400-10 Midland Sav- Company 
ings Bldg. 412 W. 6th Street 


@WALNUT RIDGE, 
ARK. 


R. S. Choate 
201 W. Second St. 


@OKLAHOMA CITY, 
OKLAHOMA 


@OKLAHOMACITY, 


Charles A. Bourgeois 
4218 Iberville St. 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 amilton St 
“Spec ne East- 
ern Penna.” 


@eCOLUMBUS, OHIO 


William P. Zinn & 
0. 
37 North Third St 


bt 7 ENECTADY, 


R. C. Blase, 
434 State St. 


@ TOLEDO, OHIO 
The Al E. Reuben 


Company 
618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 amilton St. 
“Spec ializing Fast- 
ern Penna 


@BATON ROUGE, 
LA. 


George C. Chambers 
406 Roumain Bidg 


eCOLUMBUS, OHIO 
William P. Zinn & 


company 
37 North Third St 


@CONNECTICUT 
AND VICINITY 
Nathan + “oe Inc 
61 Allyn 
Hartford 


@DODGE CITY, 
KANSAS 
Burr-Hancock, Inc 
P.O. Box 87 

e INGLEWOOD, 
CALIF. 


% * aco 


Emerson 
P.O. Bex 5 


@KANSAS CITY, 
MISSOURI 
Moseley & Company 
Retail, Wholesale, 
Industrial 
Suite 1111, Insur- 
ance Exch. Bidg 


@ MOBILE, ALA 
Thos. M. Moore 
Industrial Site Spe- 

cialist 


@OKLAHOMA 
CITY, OKLA. 
B. Klein, Inc 
4 Southwest Sec- 
ond St. Retail, 
Wholesale, Indus- 
trial 


@OKLAHOMA CITY, 
OKLAHOMA 


i Pols Co. 
304 Local Bidg. 


eST. LOUIS, MO. 
Otto J. Dickmann, 
M.A.L. 
1861 Railway Ex- 
change Bldg. 


eST. LOUIS, MO. 
Seney a epee 


318 Non Pighth 


@SAN JOSE, CALIP. 
The. | L. a & 


97° E's Santa Clara St 


@SCHENECTADY, 
N.Y. 


R. C. Blase 


434 State St. 





Additional lines, 





Rates for Advertising 
In the “Consult These Specialists” 


Department: 
Per 
Issue 
2 lines 12 issues $3.00 
2 lines 6 issues $3.50 
2 lines — less than 6 issues $4.00 


50 cents per issue 
No charge for city and state lines 
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WORLD'S FOREMOST 
MANUFACTURER OF 
BEAUTIFUL HOMES 


Distribution is through local, franchised, Gunnison Dealers whom we 


train to handle Sales, Financing, Erection and Service. 


Inquiries are invited from those having sound financial standing and 
excellent references. For complete Dealer information write to New 


Dealer Division No. 3, Gunnison Homes, Inc., New Albany, Ind. 


UNITED STATES STEEL @s) CORPORATION SUBSIDIARY 























